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*‘It Gives Us 
Great Pleasure—’’ 


“It is just beginning to dawn 
on me why the Peoria Life has 
made such wonderful strides in 
the insurance world. Your suc- 
cess cannot be denied when you 
render such service as you have 

this case. You have gone 
the terms of your 
CU. ? “now 
that I will teli cy. 
splendid service at every oppur 
tunity.” 
Od: 


“The courtesy shown me by 
your office here sure made things 
brighter before us. I hope my 
experience which I shall put be- 
fore my friends will get a little 
more business for the Peoria 
Life.” 


soe Oud: 

“This promptness and service 

means more to me just now than 

you will ever know, and I wish 

to express my gratitude to you. 

It will be a privilege to recom- 
mend your good company.” 


ti 


Peoria Life 
Insurance Company 


Peoria, [llinois 


The extracts opposite are from 
letters received at the Home 
Office of the Peoria Life during 
the past few weeks, and are typ- 
ical of many we are constantly 
getting fgom pleased policyhold- 
ers ana 2eficiaries., 

It gives us pleasure, of course, 
to receive these words of appre- 
ciation, just as our friends assure 
us they take pleasure in sending 
them. Most of all, the Agency 
Force of the Peoria Life has rea- 
-on to be gratified by such favor- 
able opinions of Peoria Life 
Service. 

It is generally held that the 
recommendation of policyholders 
is the greatest advantage a life 
insurance agent can have, except- 
ing only his own energy and abil- 
ity. You will note that each 
letter quoted volunteers to influ- 
ence others to become Peoria 
Life policyholders. 

Peoria Life policyholders are Satis- 
fied Policyholders, not because of what 
we claim to be or to do, but because 
of specific, outstanding acts of service. 
This good will shows its effect in 
the production records of Peoria Life 
agents. 
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canvas of all sorts, advertising Salary Budget. 


The regular cargo of Health and Accident Policies will be 
rushed by the use of the regular sails to men who are dependent 
on their income. 


A Salary Budget training manual for agents, is the first piece 
to aid the Aétna-izer with his cargo of Salary Budget Policies. A 
sales portfolio consisting of material for employers and em- 
ployees is now available for every agent. The material for em- 
ployers will consist of a selling presentation, folders, sheets for 
an individual presentation, a circular letter and factory posters. 
For the employee there are folders and circular letters. 


D canvas the month of March the ‘‘4étna Life’’ will add 
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Some One's 
OPPORTUNITY 


WELL KNOWN “old line,” legal 

reserve, mutual life insurance com- 
pany has a General Agency opening at 
Omaha, Nebraska, for a man who with 
the right knowledge and ability can play 
a big part in its affairs. This man should 
have a background of successful per- 
sonal production and should possess or- 
ganization ability, by which is meant 
that he should know human nature and 
through such knowledge be able to 
quickly gather around him a group of 
real life underwriters. He should know 
how to train new men and build them 
into salesmen that will be a credit to the 
agency and the company; he will be ex- 
pected to run his own agency and not 
ask the Home Office to run it for him; 
he should therefore have sales ability and 
experience. Communicationsshould be 
in writing and will be held confidential. 


R-65, care The National Underwriter 
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ABILITY 


Buyers of insurance measure a Company’s worth 
in its ability to grow—to develop—to succeed. 


Because the International has had a phenomenal 
growth the insuring public looks upon the institu- 
tion with favor. The International is proud that it has 
achieved and deserves such an enviable reputation. 


International Life men, because of this fact, can 
more easily present the need of life insurance to their 
prospects. The mention of International immedi- 
ately puts the prospect in a receptive mood for the 
solicitation. The International’s ability to secure this 
reputation is one of the “whys” of its success. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 


—l 





International Life Insurance Co. 
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WOULD DRIVE OUT ALL 
THE MONEY CHANGERS 


George D. Alder of Salt Lake City 
Calls Attention to Present 
Dangers 





MERCENARY SPIRIT SEEN 


Declares That the Good Name of Life 
Insurance Is Attacked by the 
Trafficking 





Alder of Salt Lake City, 
the National Life of Ver- 
who served as secretary of the 
National Association of Life Underwrit- 
ers last year, deprecates the condition 
arising in life insurance caused by buy- 
ing and selling companies largely for 
gain on part of the broker. He says: 
“One of the most unfortunate things 
that has happened in life insurance cir- 
cles in a decade or two is the contro- 
versy running through the insurance 
press and already creeping into the daily 
papers, regarding the wholesale amal- 
gamation of small and medium sized life 
companies that have established them- 
selves in quasi restricted territory, at a 
price for the stock that might give the 
insuring public to believe that fabulous 
gains were to be had in the life insur- 
ance business, made possible by extrava- 
gant charges for that commodity. It 
would seem, unless curbed by public 
opinion and a declaration by the real 
men at the head of life insurance as an 
institution, that the business is headed 
for the rocks which almost foundered it 
20 years ago. 
Practice Should Be Condemned 


George D. 
manager of 
mont, 


“Life insurance in its present applica- 
tion seems almost to be more than a 
human institution. It is the bulwark of 
the nation and in its mission, widespread 
as the country itself, it has carried the 
blessing of comfort and hope to count- 
less thousands. It cannot be that be- 
cause some come easy millionaire desires 
to traffic in it that he should be allowed 
to cast aspersion on the system or com- 
mercialize the almost sacred trust the 
American people have put in it, for a 
personal momentary thrill. 

“There will always be those who, by 
what.chance heaven only knows, come 
into the possession of wealth and in the 
delirium of its possession hunt for no- 
toriety, but surely there is a point at 
which its depredations must stop. If 
the business of life insurance as founded 
and conducted by men of the stamp that 
made this great country possible, is to 
become the plaything of stock jobbers 
and the confidence of the people shat- 
tered, aided and abetted by journals and 
public ations that have become known in 
the business almost as sacred writ is to 
the religious world, then it is high time 
that a differentiation be made between 
the sheep and the goats and in such an 
emphatic way that there will be no court 
ot appeal. 

_ “Just now it seems that giant mergers 
in many lines of business are the vogue 








LAUNCH NEW COMPANY 


HOME OFFICE IS IN CHICAGO 


Law Life, Headed By R. Aiton Taylor, 
Expects To Be Writing Business 
In Three Months 


The Law Life Insurance Company 
of Chicago, the organization being 
launched by R. Aiton Taylor, is prog- 
ressing rapidly with its stock sale and 
expects to be ready to write business in 
three months. The Law Life is in- 
corporated as an old line legal reserve 
company and will start with $100,000 
capital and a like surplus. The 4,000 


shares, with a par value of $25, will be 
sold at $50. 
R. Aiton Taylor, who is in charge 


of the organization and will be 
dent of the company, has had an ex- 
tensive insurance experience with Brit- 
ish and Scottish companies. Prior to 
coming to this country 20 years ago, to 
aid in handling some of the difficulties 
that arose in the San Francisco disaster, 
he had official positions with a number 
of companies in London and ne wana x 
In this country he has not had any 
official connection with life companies, 
but has aided in a number of cases as 
counsellor in reorganizing the business 
of some companies. 


presi- 





but for the sake of humanity and the 
proper rearing of the embryo citizenship 
let us hope that the withering hand of 
easily or ill gotten wealth will not suc- 
cessfully be able to strike down the 
most beneficent system that has been 
evolved to the present day for the physi- 
cal well being of mankind. 


Organizations Should Be Alert 


“Surely there is a restraining influ- 
ence somewhere, either in the Life 
Presidents Association, or some kindred 
institution, that may be invoked at this 
critical juncture in the history of the 
life insurance business, to preserve the 
integrity of the institution in the minds 
of the people, so that its ministrations 
to the distressed may be enlarged upon 
by benevolent and astute men who have 
spent their lives in its establishment 
rather than have it wrecked by wantons 
whose sole purpose is personal gain. 


What Life Insurance Has Done 


“Through life insurance all citizens 
have been relieved of burdensome taxes 
that otherwise would have been levied 
upon them, for the care of dependent 
wives and children and those in helpless 
old age and because of it a happy, inde- 
pendent spirit has been inculcated in the 
hearts of mothers and fathers of the 
present generation, knowing as they do 
that the habit of thrift, as taught by the 
system of life insurance, has enabled 
them to expand mentally and physically 
without burdensome drains on moderate 
earnings, in contradistinction to the 


puny efforts of those dependent upon 
charity. 
Many Companies Started 
“Practically every state has at least 


one life company and a record of many 
‘has beens.’ Recent reports show that 
in one state alone in the last few months 
three different life companies have been 











RETIRES FROM FIELD 


| PURCHASE CONTROL OF 
INTER-SOUTHERN LIFE 


NO MORE NON- -CANCELLABLE | 


Aetna Life Announces That 
Premiums Are Inadequate to Pro- 
duce Profit on Line 


The Aetna Life has announced its 
withdrawal from the non-cancellable 
accident and health field. In an an- 


nouncement to its agents, the company 


says that two things are necessary in 
the writing of non-cancellable accident 
and health insurance in order to meet 


expenses and losses and accumulate the 
great reserves required to fulfill policy 
contracts in later years. These require 
ments are a wide spread of business and 


a constant and increasing flow of new 
business. q ; 
Company officials do not see their 


way clear to increase the volume of non- 
cancellable business by reducing pre- 
miums for they announce that their 
present rates are no more than adequate 
to take care of costs and expenses and 
set up the reserves. 

Last year the Aetna Life’s net writ- 
ings on non-cancellable amounted to 
about $50,000. It does not believe that 
this is a sufficient volume to justify a 
continuation in the non-cancellable 
field. The company has told its agents 
however that if at some later date there 
sufficient demand for non-cancell- 
business at premium rates which 


is a 
able 


will take care of expenses and reserves | 


and if the outlook is for obtaining a 
large volume of business, it will con 
sider again the writing of the class. 





projected and each is on the verge ot 
beginning active operations, notwith- 
standing the fact that this state has al- 


| ready one or two similar local concerns 


and most of the long established com 
panies are also doing business there. | 

“Certainly the purpose of all this is 
obvious and one would be dull indeed 
did he not assume that charters are se- 
cured and even some business done for 
the purpose of coercing concerns most 
interested into compromising with them 
and by mergers serve the purposes of 
promoters, but what of the public and 
the good name of life insurance? 


Should Regulate Promotion Schemes 


“If ever blue sky laws were needed in 
the conduct of state or national affairs 
for the protection of the people from 
fakirs, they should be invoked against 
madcaps who squander promotion funds 
and traffic in the insurance of lives 
which is only secondary to their pur- 
poses. 

“Let the matter be thoroughly aired, 
if need be, in order that the more sert- 
ous business of preserving inviolate the 
institution of life insurance and _ its 
proper conduct as exemplified by the 
strong old concerns that have stood the 
test of time and can go on indefinitely, 
where the policyholder and his interests 
are of chief concern and earnings are 
distributed to him as the real stock- 
holder of the company. 

Concerted Action Is Needed 

“The real purveyor of life insurance 
has long since acquired a place in the 
minds of his patrons and the public akin 

(CONTINUED ON NEXT PAGE) 


Present | 


Debate of baie eee Con- 
cluded When Caldwell 
& Co. Act 


TO REMAIN IN LOUISVILLE 


Deal Is Approved by State Officials and 
Will Cause Withdrawal of Court 
Proceedings 


LOUISVILLE, 


lowing more 





KY., 


than a 


March 25.—Fol 
year’s argument in 
the Inter- 
Southern Life of Louisville, and efforts 
James R. Duffin 
has finally been 
reached whereby control of the company 
goes to the 


connection with affairs of 


of a faction opposing 


as president, a deal 


Caldwell banking and bond 
interests of Nashville, Tenn., which 
that the financial impairment, 
given at $1,059,000 in the audit made by 
| Ernst & Ernst of Cleveland for Com- 
missioner Saufley, of Kentucky, will be 
| taken care of and the company placed 
on a sound financial basis. 


means 


Stay in Loulsville 


Present plans call for the company 
to remain at Louisville and continue as 
a Kentucky corporation, operating as in 
the past. It is believed that with its 
affairs in strong hands, it will retain its 
reported business of over $100,000,000 of 
insurance in force, and steadily increase 
its volume of business. 


To Name Directors 


It is understood that the Caldwell in- 
terests next week will name some 14 new 
directors, placing the owners in full con- 
trol of the board. Not even a whisper 
is being heard as to who will be the 
next president. James R. Duffin, who 
has been president for a number of years, 
and sailed stormy seas the past 14 
months, has sold his interest in the or- 

| ganization, and will be succeeded 
shortly. 

Commissioner Saufley of Kentucky 
brought matters to a head the past few 
days, when he became tired of dilatory 
tactics, interboard fights, and lack of any 
movement of a constructive nature to 
wipe out the impairment and place the 
company on a sound basis. A bad con- 
dition of affairs was unearthed months 
ago. Two strong factions developed, 

| the one refusing to aid things, unless 
| Mr. Duffin stepped out, and Mr. Duffin 
| refusing .to relinquish control of the 
| company, as long as he held control of 
the board of directors. 

Court Action Threatened 


A meeting of the board had been ar 
ranged for March 17, but when direc 
tors assembled it was postponed until 
the following day. On March 18 a pe- 
tition asking that a receiver be named 
was filed in the federal court. This 
probably tended to hurry up settlement 
of a sales deal, which it had been ru- 
mored was pending for some time past. 
| It had frequently been reported that the 











4 


Caldwell interests were on the receiving 
end of a sales deal. 

Over the past year the two factions 
apparently fighting for control of the 
company included one headed by Rob- 
ert W. Bingham, of the Louisville Cour- 
ier-Journal” and James R. Duffin. The 
fight for control is alleged to have cost 
the company a great deal in new busi- 
ness, besides heavy legal expenses. 


What Purchase Covered 


It is claimed that in the Caldwell pur- 
chase there was included the Bingham 
stock of 175,000 shares and the Duffin 
stock of 40,000 ‘shares, while the pur- 
chasers gained control of about 57,000 
shares, of stock that holders alligned 
with Duffin have, released. Mr. Cald- 
well is also reported to be in the market 
for about 60,000 more shares, and will 
probably get much of the stock that has 
been held by the stockholders protective 
pool, it being reported that an offer has 
been made to all holders in that pool. 

Rogers Caldwell of the buying com- 
pany and Commissioner Saufley have 
stated that there is no plan to merge 
the company, or move it from Louis- 
ville. It is also reported that when the 
receivership case was called in federal 
court it was postponed on account of the 
fact that a deal for the sale was being 
completed, and a hearing will be ar- 
ranged, when the receivership proceed- 
ings will probably be quashed. It also 
developed that stock controlled by the 
receiver petitioners was included in that 
sold to Mr. Caldwell, which would leave 
the petition with no standing in court. 
Commissioner Saufley and Ernest 
Woodward, attorney for the company, 
asked the continuance, while the attor- 
ney filing the petition did not oppose the 
continuance. 


Stock Retained by Duffin 


It was reported that Mr. Duffin had 
retained enough stock in the company 
to be able to continue as a director un- 
til the next annual meeting of stock- 
holders in January, provided he is re- 
tained. The Caldwell interests were 
quoted as stating that directors selling 
their stock and not retaining at least 
100 shares were automatically retired 
from the board. 

The Caldwell interests issued a state- 
ment in which it was asserted that 40,- 
000 shares of stock had been bought 
from Mr. Duffin at $2.50 a share; 10,000 
shares from Dinwiddie Lampton, at $2 
a share; 15,000 shares held jointly by Mr. 
Duffin and Massie Wilson of St. Lois. 
at $2 a share; 32,000 shares held by the 
Bankers Trust Company of Louisville, 
at $2.50 a share; and an offer of $2.50 a 
share was made for the 60,000 shares re 
maining in the pool; 175,000 shares were 
bought from R. W. Bingham at $1.80 
a share. Control of the company passed 
to the Caldwell interests at noon Friday. 


Deal Is Highly Praised 


It was reported that Judge Bingham 
offered to sell his stock at actual cost to 
himself, stating that he had gone into 
the deal to save the company and keep 
it in Louisville. 

All holders of stock are being offered 
$2.50 a share, and can send it to the 
Caldwell offices at Nashville, or other- 
wise retain it: as heretofore. The pro- 
tective committee or pool will probably 
resign shortly, having completed its 
work except to releasing stock in its 
hands. 

Commissioner Saufley highly praised 
the deal, saying: “The Kentucky insur- 
ance department is greatly pleased with 
this solution of the difficulties under 
which the ¢ompany has labored over the 
past year. Caldwell & Co. come to 
Kentucky with the very highest of rec- 
ommendations and reputations. From 
information at hand I am convinced that 
they will build a still greater and better 
company here in Kentucky.” 

From Nashville, Tenn., on March 20, 
Rogers Caldwell, who had just returned 
from Louisville, was quoted as stating 
that any talk regarding merging four 
companies which his company controls 
is premature. The Inter-Southern is the 


third company of which Caldwell & Co. 
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INCREASES IN CANADA 
FIGURES ON BUSINESS IN 1925 


Gain of 15.5 Percent Shown on New 
Writings Last Year and $413,338,- 
958 in Insurance in Force 


OTTAWA, ONT., March 25.—Pre- 
liminary figures regarding life insurance 
in Canada for 1925 compiled by the Do- 
minion insurance department show a 
marked increase in the amount of in- 
surance issued as compared with the 
previous year. The gross amount of 
new business issued in Canada by Can- 
adian companies was $523,710,785 as 
compared with $458,943,535 in 1924, or 
an increase of 14.1 percent. British 
companies issued $18,288,123 as com- 
pared with $18,366,743 in 1924. Foreign 
companies issued $265,098,183 being 
19.7 percent in excess of the $221,490,719 
issued the previous year. The total for 
all classes of companies of $807,097,091 
is an increase of 15.5 percent over the 
amount issued in 1924, $698,800,997. 


Business by Classes 


The business written by Canadian 
companies is divided into ordinary $460,- 
423,294, industrial $31,311,350 and group 
$31,976,141; British companies, ordinary 
$10,409,755 and industrial $7,878,368 and 
foreign companies, ordinary $141,834,360, 
industrial $115,207,548 and group $8,056,- 
275. 

The gross amount of business in force 
for Canadian companies is shown as 
$2,761,733,559, for British companies 
$112,320,099 and for foreign companies 
$1,380,854,620, making a total business 
in force in Canada at the end of 1925 of 
$4,254,908,278 as compared with $3,841.- 
569,324 at the end of 1924 or an increase 
of $413,338,954. The increase in 1924 
was $341,793,313 and for 1923 $268,429,- 
600. 

Lapses and surrendered policies dur- 
ing the year were for Canadian com- 
panies $139,064,209 and $64,309,118 re- 
spectively, being together 38.8 percent of 
the new business issued as compared 
with the corresponding percentage 
41.2 percent in the preceding year; for 
British companies $9,724,994 and $2,- 
336,961 respectively, being together 66 
percent of the new business written as 
compared with 65.1 percent for 1924, 
and for foreign companies $106,322,735 
and $24,293,083 respectively or together 
49.3 percent of the business issued as 
compared with 50.4 percent in 1924. 
Taking all companies together the fig- 
ures show lapses for the year amount- 
ing to $255,111,942 and surrenders $90,- 
939,162 as compared with $231,891,137 
and $80,619,686 in 1924. 





have secured control since Christmas, 
having taken over the Missouri State 
Life of St. Louis and North American 
National Life of Omaha. For two years 
they had controlled the Cotton States 
Life of Nashville. Total insurance in 
effect and held by combined companies 
controlled by Caldwell Co. now is in 
excess of $750,000,000 according to Ro- 
gers Caldwell, who has developed a big 
influence in the life insurance business of 
the south. 

Elwood Hamilton, attorney for the 
Inter-Southern, announced that the or- 
ganization meeting scheduled for March 
25 was postponed to March 30, the ex- 
tension of time being necessary to give 
Rogers Caldwell, who bought control 
of the company, time to complete his 
plans, and make arrangements for board 
appointments, etc. Mr. Hamilton stated 
that Mr. Caldwell would have his plans 
completed by that time, and the reor- 
ganization of the board, official family, 
etc., will be rushed through without de- 
lay. 

Rogers Caldwell, who acquired con- 
trol of the Inter Southern Life, offers to 
take remainder of outstanding stock at 
$2.50 a share. 





MANY STRIDES AHEAD 
WHAT LIFE INSURANCE SHOWS 


Robert L. Jones of the State Mutual 
Life Gives Some Encouraging Facts 
As to Progress 


NEW YORK, March 24.—Robert L. 
Jones, general agent of the State Mutual 
Life, addressed the regular agency meet- 
ing of the Hart & Eubank Agency of 
the Aetna Life. 

“Sometimes we think of the life insur- 
ance business as a rather cheap job. 
How many of our wives, possibly, 
think of it as an uncertain and unstable 
business. Years ago, the average life 
man did not study, was not educated, 
and did not have a great deal of respect 
for his own business. Let us check up 
on present conditions. 


Average Policy Increased 


“Let us look at it with eyes that 
see. Recently, I learned that the av- 
erage policy in my agency is $7,900. You 
know well enough that years ago the 
average policy was about half of this 
amount, if not less than half. 

“Competing and rival officers walk in 
and out of offices of other life com- 
panies. Remember that life companies, 
those who are running the companies, 
are striving today to give to the pol- 
icyholder the very best protection at the 
lowest in cost possible. That was not 
the case 10 or 15 years ago. About 25 
years ago the companies were knifing 
each other. I know of a case where 250 
or 300 agents had gone over to another 
company because they had been given 
5 percent more in commissions. In a 
short time, they came back to the or- 
iginal company because they were of- 
fered 10 percent more. I have been in 
business since 1882, and it is on a 
higher plane than I have ever seen it. 

“Take general agency development. 
As another example, years ago, if I had 
walked into an agency of a competing 
company and asked for an application, 
it would not have given it to me without 
first wanting to know what I was go- 
ing to do with it. There were no train- 
ing schools and no_ correspondence 
schools 20 years ago. No one would 
have dreamed of such things as a New 
York University course. There were 
no such things as sales congresses. 

“With a business three quarters of a 
century old behind it, making the strides 
that it is making, with $72,000,000,000 
of life insurance in force, we look at 
our own business with eyes that see.” 


WOULD DRIVE OUT ALL 
THE MONEY CHANGERS 


(CONT’D FROM PRECEDING PAGE) 
to those in other professions and has 
become skilled and dependable. A blow 
directed at his profession, as might be 
expected if the machinations of unscru- 
pulous promoters in the shares of stock 
life insurance companies for their own 
purposes prevails, will call for vigorous 
protests and might, in the end, result in 
a defeat of the plans. 

Should Drive Out Traffickers 


“Whatever the outcome of nefarious 
practices in the business it may safely be 
predicted that the institution of life in- 
surance will survive and only extraneous 
excrescences in the form of stock job- 
bing, high financing and fake promoting 
schemers will be removed. 

“Let the spirit of life insurance, which 
has solved the great problem of human 
thrift and protection for loved ones, rise 
up in its righteous wrath and rebuke ef- 
fectively those who would traffic in its 
good name for ulterior purposes.” 


Deputy Gordon Is IIl 


Daniel F. Gordon, second deputy super- 
intendent of the New York insurance 
department, is quite ill with pleuro- 
pneumonia. 





PLAN COMMEMORATION 


TABLET FOR $200,000,000 MARK 


American Central Life To Erect Com. 
panion To That Placed When 
$100,000,000 Was Passed 


Announcement has been made by the 
American Central Life that success in 
the drive for $200,000,000 by April 10 
will be commemorated by a bronze 
memorial tablet. When the company 
completed the 21st year of its history 
with $100,000,000 of insurance in force 
in 1920, a commemorative tablet was 
desigried carrying the names and titles 
of the entire field and office organiza- 
tion of the company, and present ar- 
rangements contemplate making the 
new tablet a companion piece for its 
predecessor. Measurements and genera! 
configuration will conform, although 
the sculptor’s theme will, of necessity, 
be different. 

Mrs. Myra Richards, nationally known 
in work of this kind and a resident of 
Indianapolis, who conceived and de- 
signed the first tablet, has been engaged 
to execute the new one. 

The leading 75 producers in the com- 
pany’s drive are offered a trip to In- 
dianapolis on Memorial Day, to attend 
the Speedway Race as_ the company’s 
guests. While in the Hoosier capital, 
the party will visit the home office and 
will attend a huge banquet in celebra- 
tion of success. In addition to these in- 
centives, special prizes have been pro- 
vided for the closing 25 days of the 
contest, these awards to be based on 
three different grades of production. 
The highest producers will have a choice 
between 17 jewel watches and _ high 
powered field-glasses. The next group 
will be permitted to choose between 
traveling bags and stop-watches, where- 
as the third group will be offered ma- 
hogany clocks or travelers’ toilet cases. 


PLEASED WITH GROUP ACTION 


Company Officials Expect New York 
Legislation To Improve 
Writing of Business 


Life insurance officials are generally 
pleased with the action taken in regard 
to group insurance by the New York 
legislature and only approval is heard 
of the plan worked out by the New York 
insurance department. The competitive 
situation has been relieved by this leg- 
islative act and the group writing com- 
panies will now be on equal footing, un- 
der the regulation of the New York de- 
partment. During the latter part of 
last year Superintendent Beha became 
aware of the highly competitive situa- 
tion in the group insurance field and 
called the officials of the companies 
writing this class of business into con- 
ference. With their approval, he drew 
up a draft of a bill to regulate the busi- 
ness, including a provision that the 
rates be adjusted at the end of the in- 
surance year in accordance with the ex- 
perience. With a few revisions this 
was approved by the companies and 
then presented to the legislature by 
Superintendent Beha. This has now 
been passed and signed by the governor 
and an improvement in group insurance 
is expected. 


Lewis & Clark to Sell Stock 

The Lewis & Clark Life of Great 
Fall, Mont., has been granted permis- 
sion by the North Dakota Securities 
Commission to sell 85,000 shares of cap- 
ital stock, par value’ $1, at $3 a share. 
As soon as the stock is sold, the com- 
mission has been informed, the com- 
pany will move its headquarters to 
Minot, N. D. The North Dakota law 
requires insurance companies to hav? 
$250,000 of paid up capital before they 
can operate in the state. 
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RECORD ATTENDANCE | 


Northern California Association | 
Had Big One-Day 
Gathering | 

| 


GOOD ADDRESSES 
Frank L. Jones, J. M. Hamill, A. V. 
Bayley, Jr., and J. B. Duryea Were 

Among Speakers 


MANY 





24.—A 
educational! 


FRANCISCO, March 


program of 


SAN 
well-rounded 
value marked the annual one day sales 
conference held by the Northern Asso- 
Life Underwriters 
last Friday with a record attendance oi 
300. Permanency and the placing 


ciation of California 


over 
of the business on a par with other pro- 
fessions was the keynote of the meet- 


ing, which reached its climax with the 
address of James M. Hamill of the 
Equitable Life on “Organization and 


Development of a Clientele.” Preceding 


Mr. Hamill, A. V. Bayley, Jr., of the 
Northwestern Mutual ‘Life spoke on 
“Organization and Development oi 


Prospects,” followed by J. B. Duryea, 
general agent of the Penn Mutual Life 
and chairman of the committee on sales- 


manship of the National association, 


whose subject was “Organization and 
Development of the Interview.” These 
addresses formed the nucleus of the 


meeting, giving the three essentials to 
the building of a successful insurance 
business. 

There 


President Jones 


Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
was guest of honor throughout the entire 
conference, speaking in the afternoon on 
“lhe Lite Underwriter and His Co!- 
leagues.” Mr. Jones was present at a 
luncheon meeting for managers and in 
the evening was honored by a compli- 


nientary dinner at which he was the 
principal speaker, his subject being 
“Human Values.” Percy E. Webster 


\etna Life was toastmaster. 

The conference opened with an ad- 
dress by William H. Waste, chief jus- 
tice of the supreme court of California, 
who told of his high regard for life in- 
surance and the men who sell it due to 
his observations of its benefits during 
his many years on the bench. He cited 
many iistances which had come to his 
attention through the probating of es- 
tates where life insurance had saved the 
estate from disruption. Following Judge 
Wasie, Mrs. Leila Leitner of the Equit- 
able Life spoke on “The Romantic Side 
ot Life Underwriting.” 


ol the 


Discussed “Prospecting” 


\. V. Bayley, Jr., of the Northwesteri 
Mutual, who is one of the leading pro- 
ducers of the Bay District, told ot “Or- 
ganization and Development of Pros 
pects,” saying in part: “When the agent 
comes into the business, he appreciates 
the value of insurance to the man ot 
small means who has a family depend- 
ent upon him, and he can go out imme- 
diately and talk to that kind of a man. 
Then as he begins to read and study and 
talk with more experienced agents and 
with his general agent, his,views broaden 
nd he comes to realize the value o! 
msurance to other classes. This under- 
standing of insurance is now born in the 
agent—it is cultivated by him; it is ac 
quired—and it is a very encouraging and 
hopeful thing for the agent to realize 
that he can come to be a large producez 
and a valuable man to himself.” 
the agent to a prospector, Mr. Bayles 
said: “The good prospector must have 


| against $10,319,082 the preceding 





LIFE INSURANCE EDITION 


REMIUMS on non-cancellable ac- 

cident and health insurance in 1925 

showed a fair increase over the 1924 
figures, with a total of $12,163,176 as 
year. 
The companies which are pushing that 
class of business all showed material 
gains in premium income, including the 
Massachusetts Protective, Pacific Mu- 
tual Life, Continental Casualty, Con- 
necticut General Life and Massachusetts 
Accident. One factor in the premium 
increase was the showing made by the 
Monarch Accident, which rolled up a 
total of $709,495 in premiums, putting 
it close behind the Continental Casualty. 
The Equitable Life of New York, al- 
though it has been writing no new busi 
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Totals 


consciousness of life insurance or sales 
vision. This quality, acquired 
and rot born in him, and it is acquired 
bv a conscious effort on his part to think 
life insurance and apply it to the re- 
quirements of his prospects.” He then 
told in detail of the operation of his 


too, is 


prospect card system and also how h¢ 
| plans his day’s work. 
Duryea Was Speaker 
The morning session closed with a 





discussion of the “Organization and De- 
velopment of the Interview” by Mr. 
Duryea, who said: “What you attend to 
controls your behavier. What you can 
get the other fellow to attend to controls 
his behavior. Every man is where he is 
by reason of the things to which he has 
given his attention—the thoughts that 
have occupied his mind. If he has hal 

itually attended to one thing, to the al 
most complete exclusion of everything 
else, he has become an authority on that 
subject and success will follow; if hi 
has let many things occupy his mind and 
given long continued attention to noth 
This is an inexor 


ing, he is a nobody. 
able law.” 
Cites Seven Rules 
Mr. Duryea gave what he termed 


“seven simple rules” as follows: 
1. Think of your prospect. 
ten an agent is not thinking of the pros 


loo of- 


| pect but is thinking of his sales talk or 
| of the commission he may make. 


| endured. 


Likening | 


2. Look at the prospect—not merely 
toward him—but at him. 

3. Remember you, yourself are in the 
foreground. Your dress, your manner, 
your tone, your movements all have a 
positive effect on the attention and in 
terest of the prospect. 

4. Let your sales talk march on. (thie 
most important rule of the seven). Do 
not ‘go over and over again unimportant 
facts and figures. 

5. Use a voice and tone that can be 
Clear enunciation important. 

6. Use pictureful words that motivate. 
Never use such words as “cost” or 
“premium” say “savings” or “premium 
savings” etc. 

7. Learn to 


stop talking. The limit 


a nose for business, the ever present | of attention is quickly reached. It takes 





EXPERIENCE ON NON-CANCELLABLE | 
ACCIDENT AND HEALTH LINES IN 1925 | 


ness for several years, still stands third 
in point of premium income on that 
class, demonstrating the remarkable per 
sistency of non-cancellable business. 


Loss Ratio About Steady 


The fear expressed in some quarters 
that the loss ratio would begin to mount 
as the age of the policies increases does 
not seem to be justified, as the loss ratio 
stood practically steady, being 48 per 
cent for 1925 as against 47 percent in 
1924. Figures on the 1925 premiums 
and losses by the companies writing that 
class, together with the special reserve 
which they are now required to put up 
on non-cancellable business, are as fo 
lows: 


Spec ial 


Prems Losses Reserve 
s 930 $ 368 
¥ ws . - 

8,630 19,561 








1,32 6,670 
114 
86,037 190,218 
5, 3,441,864 750,000 
73,803 84.990 
339%, 10.000 
2 646,933 1,193,125 
2 025 7.051 
1,562 
339.7 





$12,163,176 


from six to seven minutes to make a real 
sales talk. 

Finally, summing up, Mr. Duryea said: 
“Start with a running jump. Continue 
with a few shocks and finish with a 
snap.” “Tell the prospect the truth in 
plain unvarnished American words he 
can understand.” 


Outsiders on Program 


The afternoon session with Jay Allen 
Fiske, general agent of the Connecticut 


General Life, as chairman, opened with 


an address on “Safeguarding the Fam 
ily’s Future” by Rabbi Louis I. New 
man. Dr. Newman told of the part life 


plays in the social fabric of 
in the building and cementing 
of home life Frank M. Beckmann, 
president of the Beckmann-Hollister 
Co., business engineers, then spoke on 
“What the expects of the 


msurance 


the nation, 


prospect 


agent,” saying in part: “I expect the 
agent who calls upon me to know his 
business so that he may answer any in 
telligent question I may ask him about 


his policy I expect the agent to be in 
terested in me. I expect the agent who 
calls upon me to know something about 
me before he tries to sell me insurance— 
about my affairs, circumstances 
and conditions, so that he will not waste 
a lot of time telling me something that 
does not apply to my business. I expect 
the agent to give to me a real service. 
I want to feel that the agent has a Ser 
vice Ideal. I want the agent to keep 
out of his sales talk any intimation tha 
commission for his 

vice to me.” “I don’t expect an insur 
ance agent to argue with me. I want 
the agent to be friendly. I want him to 
be diplomatic. He can be frank, but he 


sonie 


‘ 
t 


he even gets a ser 


must use tact. I want him to look pros 
perous and successful.—I do not want 
to deal with a failure 


Told 


Following Mr. Beckmann, James M 
Hamill of the Equitable Life spoke on 
“Organization and Development of a 
Clientele.” Mr. Hamill defined “Clien- 
tele” as “The cumulative circle of busi 
ness acquaintances through the work of 
establishing personality and the 


of His Work 


one’s 


(CONTINUED ON PAGE 8) 





LISTS THE QUALITIES 
OF IDEAL SALESMAN 


Given by George K. Sargent in 
Address Before New 
York Agents 


SUGGESTS SELF TRAINING’ 


Shows Attributes That Go to Make for 
Success in the Life Insurance 





Business 
Some of the qualities of the ideal 
salesman, as given by George K. Sar- 
gent, vice-president of the Mutual Life 


of New York, in his recent speech before 
the York Sales 
week, 


New 
last 


Congress, were 


given some additional ex 
cerpts from Mr. Sargent’s address being 
subjoined. Last week Mr. Sargent was 
quoted on the characteristics of honesty, 
earnestness, courageousness, personal 
attractiveness, neatness in dress, pleas 
ing voice, magnetic personality and sin- 
cere expression. In addition, he com- 
mented as follows on the characteristics 
of wit, mental resourcefulness, imagery, 
knowledge of the business, enthusiasm 
and patience: 


Wit and Imagery 


Che jury lawyer who confined himself 
to a plain statement of fact would prob- 
ably not be very successful. He embel- 
lishes the truth—that is not intended for 
sarcasm—and makes it concrete and 
forceful by his wit and mental resource- 
fulness, and by imagery. He avails him 
the moment, things 
before the eyes, current events, history, 


self of things of 


and uses them to make his meaning 
clear and vivid. He paints word pic- 
tures, 

rhe life insurance salesman has the 


same necessity for wit and mental re- 
sourcefulness and imagery. Even more 
vital to him is the importance of under 
standing human nature in its complexi- 
ties, and of acquiring the ability to play 
legitimately upon the entire gamut ol 
human emotions. There should of course 
be no labored effort to practice wit, or 
draw comparison, or make a figure of 
fancy. The poor use of figure is futile. 
All life insurance salesmen can’t be 
great wits, or great word painters, but 
all can learn to use native wit in bring 
ing a point home 


Reading Is Fundamental 


To tell one how to be witty and wise 


and eloquent would | fancy be a diffi 
cult thing, even if there were any man 
who felt himself qualifed for the task. 
But one point presents itself to me in 
this connection. The salesman should 
read—for pleasure which will eventually, 
profit him; and he should religiously 
read the accounts of sales made by 
others. Thousands of sales stories con 
stantly appear in insurance papers and 


life insurance company publications, and 
these are of invaluable aid to the sales- 
man who reads and absorbs them. The 
agent has two from which he 
may learn the fine points of his busi- 
ness, experience and reading. The read- 
ing agent applies his reading in his ex- 
perience, and doing makes his 
own experience more satisfying in every 
way There are a few successful sales- 
men who do not read, but the great ma- 
jority of solicitors assiduously study 
and apply their learning from day to 
day. The new and inexperienced sales- 
man would do well to read and study 
No one will know when he first began to 
show his real powers. His friends will 
one day speak of him as of one with a 
great gift of nature, and some of them 
vill say, “If I had Bill’s quick wit and 
convincing tongue I'd be in the life in- 
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surance business, too.” Wit and a suf- 
ficient eloquence are not beyond the av- 
erage agent. They come from a great 
desire born of a great faith, after effort 
to acquire them. 

By wit I don’t mean a sharp, spark- 
ling expression that will make a laugh, 
and perhaps give a sting. I mean that 
quality of mind which enables the agent 
to use something of the moment to help 
his client to a decision—a simile or ques- 
tion that will touch the prospect’s heart 
or mind or both, get under his skin. 
And when I speak of eloquence I 
haven't in mind a Daniel Webster or a 
Henry Ward Beecher; I mean the ability 
to present an idea so that the prospect 
will himself paint the picture the sales- 
man’s words suggest, the vacant chair, 
his chair, his wife going out to work af- 
ter keeping his home for him.10 or 20 
years, his children quitting school and 
taking any old job under necessity—and, 
the opposite of those things. And I re- 
peat that any salesman who has a real 
desire to be a success can attain such 
abilities, building on such degree of them 
as he may have when he takes up the 
rate book. 


System and Patience 


Life insurance soliciting is not sub- 
ject to any clear-cut cast-iron rules; each 
case is individual and stands alone, need- 
ing different treatment. It is because 
of this that life insurance field work is 
unique and requires varied talents and 
abilities. Prosperity may in a rough 
way be grouped into classes; but never- 
theless each case stands by itself. 
Illogical as it might seem, it is the in- 
dividualistic and specialized nature of the 
work that makes system, rigid in a sense, 
yet adjustable to daily circumstances, 
highly desirable or necessary for the 
life insurance salesman. This is so be- 
cause he must conserve time, and be- 
cause he is apt to be unduly elated or 
cast down, and must have a guard 
against his own temperament and emo- 











orderly and regular or habitual practice 
of them in action. Each salesman must 
make his own system, and one man’s 
meat is another man’s poison. Probably 
no one can lay down the proper system 
for another. It is a wise thing for the 
agent to plan to work a specified num- 
ber of hours each day, a minimum num- 
ber. A great number of successful sales- 
men insist that an agent should each day 
see a certain number of prospects, a list 
prepared invariably 12 hours in advance. 
A system should make work as inten- 
sive as possible. The head should save 
the heels. Unnecessary travel in town 
or out of town is so much unnecessary 
friction in a machine, or, better perhaps, 
like a motor running while the clutch 
is out. A system should embrace a little 
more work than is possible of achieve- 
ment. Success comes by efforts beyond 
the ordinary—hitching your wagon to 
a star. 
Energy to Be Conserved 


Now, time and energy are the essence 
of the contract the salesman makes, 
with himself. They are worthless if un- 
used or wasted. If a man uses time 
properly, he uses energy, thus energy 
is covered by the problem of using time. 
We are quick to admit that time is 
money, but we are seldom specific. We 
all know why we’re not specific on this 
point, and we are all prone to some de- 
gree of laziness, and all natural procras- 
tinators. In a word, the real salesman’s 
time is worth two cents or more every 
minute of the time covered by his sys- 
tem. And it has that potential value, 
anyway, even if he doesn’t use his time 
properly. Now, system, boiled down to 
a mere matter of fact statement is a way 
by which the salesman can collect and 
put in his pocket two cents or more for 
every minute of his working time. Sys- 
tem, then, is an orderly plan devised to 
use time properly and concentrate en- 
ergy and effort, and, therefore, it is a 
plan to make success surer or greater 





sonal advice to any salesman would be, 
‘work out a system and follow it. If it 
doesn’t pan out properly, make another. 
Don’t be a slave to a system, though; 
but be loyal to your system, and then 
the system will not try to enslave you, 
but will be a faithful and profitable ser- 
vant to you.’ 

A salesman needs the grace of 
patience, for himself and for his pros- 
pect. If a prospect defers, and keeps on 
deferring, the salesman is liable to 
argue to himself, “Oh, I'll let Sam 
Brown slide,” or words to that effect. 
But if he knows Sam is all right as a 
prospect and needs insurance, let him 
not give him up, and let him not yield 
him up to some other salesman. Sam 
undoubtedly has a good reason for delay- 
ing. The reason more likely than not 
is money, though there may be no evi- 
dence of it. I know salesmen who by 
holding patience have won a good many 
cases, when patience was apparently a 
wasted virtue. 

If the salesman is patient he is prob- 
ably persevering, but it does not always 
follow. Some men are patient under 
misfortune, sit down and nurse misfor- 
tune, 

Perseverance and Courage 


Perseverance is an active quality, and 
its brother is the courage that is in you. 
The inexperienced salesman should be 
careful not to confuse pertinacity with 
perseverance. The difference is vast— 
great enough to mean success or failure. 
A beaver, for instance, is persevering: 
and an August fly is pertinacious. A 
beaver gets his reward, and so does the 
August fly, I hope. Without this posi- 
tive quality, perseverance, there can be 
no success, not in our business, anyway. 
The salesman having marked out a sys- 
tem suited to himself ((and stiff enough 
to tax his endurance) should follow it 
patiently and perseveringly, without of- 
fence to any man. Granted the mental 
and moral qualities essential, system and 
perseverance will bring him success. 





man’s real joy in his work depends upon 
a deep sympathy with his fellow men, 
an understanding of their problems ip 
life, their hopes, their fears, their griefs 
their delights, like his own, and a gep- 
uine interest in them. We move among 
our kind, and‘the more we meet others, 
the broader our understanding and tol- 
erance, the deeper our desire to help. 
You know we see lots of moody looking 
fellows, hard-eyed, unsmiling, almost 
belligerent, and we think we don't like 
them. In fact, the only people we like 
are our friends, although we don’t in- 
tend to injure anybody. And then we 
get acquainted with one of these fellows 
we thought we didn’t like and couldn't 
like. We add him to our list of friends. 
we find he can smile and is a good fel- 
low, a man of feeling like ourselves. 


Should Have Desire to Leave 


The natural instinct of all right. 
minded people is to be decent and help- 
ful to others. Don’t throttle this im- 
pulse. The life insurance salesman 
should cultivate his good will and nur- 
ture his natural impulse to help others. 
“Service” is an overworked word; but 
to my way of thinking life insurance so- 
liciting merely for dollars would be 4 
pretty dry business. That the “Laborer 
is worthy of his hire” may be beside the 
point, it is not entirely incidental, but the 
real life insurance salesman has a desire 
to serve men through this great medium 
of life insurance. He sees into the fu- 
ture for other men, he thinks for them 
and fights for them, too, against their 
lesser selves. The real life insurance 
salesman has a vision, no matter how 
hard-headed he may seem or be. To 
place life insurance is true service, a 
help to individuals, an aid to American 
life and American standards. The life 
insurance salesman need not talk about 
his desire to serve others and American 
ism; that would be unwise; but this de- 
sire to serve he should have within him, 
and should deepen and strengthen as 












































tions. System is an orderly arrange- | and gain the commensurate money re- 
ment or plan of ideas and work and the | turn and mental satisfaction. My per- To my mind the life insurance sales- | long as he carries a rate book. 
FINANCIAL CONDITION OF 
OCCIDENTAL LIFE INSURANCE COMPANY 
JANUARY 1, 1926 
ADMITTED ASSETS LIABILITIES 
Mortgage Loans on Real Estate, first liens $ 6,353,555.41 Reserves on Life Policies required 
Loans to Policyholders, upon Security of St DOE es ccccccenseceuseeeseas $10,759,916.03 
Company's Policies ........sssseeees 2,507 ,425.81 Reserves on Accident Policies re- 
Loans Secured by pledge of Bonds, Stocks oh 8. PPeererrrrr sy Ts 53,327.73 
Pe Shes oc car ewseedsedece 33,000.00 Life Premiums and Interest Paid in 
OES GRE WOTTRIEE.. onc ccccsccccecceces 952,246.75 OD a inhicins wasG puntie was 82,813.14 
Book Value of Real Estate............... 786,806.16 Reserved for Federal, State and 
Cash in Office and Banks................. 376,017.32 other Taxes hereafter payable. . 93,424.55 
Net Life Premiums Deferred and in Course All other Liabilities.............. 151,842.13 
of of tampa ee EY eA 371,563.72 TOTAL LIABILITIES ...... $11,141,323.58 
nterest Due and Accrued...............- 308,498.24 sat : = 
. , Capital Stock (fully paid)......... $ 250,000.00 
Other Admitted Assets. .......cccccceees 98,774.16 Surplus Assigned .............000. 145,481.00 
 Soeoeeeeett Surplus Unassigned ............... 251,082.99 
P - Surplus as regards Policyholders... 646,563.99 
Teen FANN FAGOOED occ cnccicncacaesecs $11,787 ,887.57 $11,787,887.5/ 
TEN YEARS’ PROGRESS 
End of Admitted Premium Income Premium Income Total Income Life Insurance Life Insurance 
Year Assets Life Dept. Accident Dept. Premiums and Interest For Year In Force 
oo SEPA $1,180,373.64 $ 357,430.71 $168,117.51 $ 591,186.03 $ 3,959,365.10 $11,438,356.87 
Rs os. ota ack a 1,351,896.99 399,196.34 214,183.79 689,472.41 4,381,206.19 13,525,607.64 
| RE 1,817,013.31 554,680.78 235,342.73 877,462.14 9,037,889.03 18,565,495.15 
ere 2,112,996.92 672,946.95 235,275.37 1,019,809.75 5,909,426.23 20,825,256.37 
rer 2,449,941.89 887,461.02 260,527.45 1,273,588.84 10,938,798.22 28,136,293.78 
SENG ks < hie 0 3,053,933.27 1,187,537.34 299,824.62 1,632,112.51 14,084,943.87 37,858,592.02 
RRS 3,695,192.97 1,231,935.00 264,663.09 1,696,203.89 9,939,786.16 39,510,770.28 
edict whe 4,377,541.87 1,391,702.89 227,215.34 1,881,161.06 10,774,320.79 43,026, 120.7" 
ae 5,204,051.52 1,501,259.03 227,838.61 2,018,844.91 12,797,992.53 een. 
Se ew seus 7,445,394.56 1,756,628.67 232,825.63 2,376,603.35 26,346,793.25 66,403,139.1% 
epee 11,787,887.57 2,081,135.69 256,919.27 2,842,454.64 46,919,390.31 102,062,866.92 
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. Life Insurance for Children 
- A special line of life and endowment policies for children is but 
er one of the entering wedges provided Peoples Life Agents. 
he 
: This company has always issued life and endowment policies 
: to children, accepting premiums on the annual basis, thereby 
‘ providing more protection at a lower cost. 
: a The new and ideal Twenty 
' 4 ~ a” Pay Life Policy for chil- 
\ =O OZ dren illustrates the attrac- 
| t BP” _- : ; 
i — 4 a = tiveness of our line. 
2 ! 
Lt 
1 ~ er | | The Peoples Life has poli- 
No ae | cies to offer that please 
BE le ba | the assured—and an agency 
| Al JHA HET contract which will please 
7 1 115 ee . ou. 
‘ i ee ad | / 
‘ ai r- 4 2 ha 4 G | ‘Vy 
nt Biss 3 || Ua eH a. Wi ) Hl 1 : This is one of the reasons for 
a, Wea Too Ase eae ) 1 I) m more than 20% Increase in 
| i (mule = : Wd A/7, Insurance in Force in 1925. 
S$ , 7 A ? ( 
i : - } = For Territory Address 


LEE E. J. Cotter 
Peoples Life Building 
130 N. Wells St., Chicago 





Agency Manager 





Home Office, Chicago, Illinois 
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Equitable Life Insurance Company 


DISTRICT OF COLUMBIA 
December 31, 1925 














ASSETS 
I 1. oi od on adh aneeseo ees eae $ 255,092.00 
NN ER Ree pee pe er 1,308,275.00 - 
has noekacmmanet mien 300.00 
IL, «6. inns ali's Chee nehesidbenate 143,237.00 
i, . . ccusetsevedevsquesewess 2,307 846.49 
| AEE ee SR ee ERR Onan ee ee oe peer 68,295.77 
Interest Due and Accrued. .....cccccccerecces 70,306.76 
ee Bre 131,701.97 
Due from Other Companies................-. 1,000.00 
$4,286,054.99 
LIABILITIES 
a? 9 eee $3,875,822.00 
Policy Claims ........... sivas anaehil ss dein diiee dade 8,673.50 
Premiums Paid in Advance................. 24,057.97 
, Sp A 2 ee. ee Pe 42,503.88 
SP ES SSccdbdesckstaaebtestesdvickiasen 3,120.37 
$3,954,177.72 
CD SUE Secccecsssveuseeen $120,000.00 
DED. ec0edarceweosecse sauces 211,877.27 
———— $_ 331,877.27 
$4,286,054.99 
OFFICERS 
nr Ok Cn ica scnnnaenenaneial Fresident 
JOSEPH SANDERS ............+: First Vice-President 
WILLIAM A. BENNETT....... Second Vice-President 
(Manager of Agencies) 
I i Ei ockitnsccebieretbciates Secretary 
"y= Sea Actuary 
MAURICE D. ROSENBERG.........++.0e000: Counsel 


LAURISTON H. HANNAH....Asst. Supt. of Agencies 




















LIFE, ACCIDENT & HEALTH INSURANCE 


General Agency Openings 
in the following States: 


California 
Illinois Address Rupert F. Fry 
Towa President 
Michigan 
Minnesota 
Oklahoma pprlere 
bD a 
Jnsurance Company otAmerica 
HOME OFFICE - MILWAUKEE 


Oregon 
Pennsylvania 
South Dakota 
Texas 
Washington 
Wisconsin 


, WIS. 

















you can speak to thousands of 
interested insurance people 
through National Underwriter 


WANT ADS 


One inch, one time, one column wide $5.00 


NATIONAL UNDERWRITER 


1362 Insurance Exchange 
37 


Chicago, IIl. 











PLANS TO PROVIDE FUND 
FOR THE AUTOMOBILE 





Aetna Life to Use Money to 
Bolster Up Running Mate’s 
Reserves 


LETTER FROM BRAINARD 


President Outlines Course for the In- 
crease of Capital to Meet All 
the Demands 





Stockholders of the Aétna Life will 
meet March 30 to ratify the plans 
adopted by the directors for raising 
$10,000,000 within the year. Much of 
the new capital will be used to rehabili- 
tate the Automobile of Hartford, a sub- 
sidiary of the Aetna. President Morgan 
B. Brainard addresses the stockholders 
of the Aetna Life as follows: 

Owns Automobile Stock 


“Public announcement was made on 
the morning of March 10, 1926, that the 
directors of the Aetna Life had voted 
that this company, the owner of approx- 
imately three-fourths of the outstanding 
stock of the Automobile Insurance 
Company, one of its subsidiaries, should 
amplify the resources of that company 
to such an amount and under such terms 
and conditions as might be approved by 
the insurance commissioner of Connecti- 
cut, and that it was the sense of the 
board that the outstanding stock of the 
Aetna Life should be increased from 
$10,000,000 to $15,000,000 by the issue of 
50,000 additional shares, of the par value 
of $100 each, at $200 a share. 


Resolution Was Adopted 


“In accordance with these preliminary 
votes the directors of the Aetna Life on 
March 15, adopted the following resolu- 
tion: 

“*To recommend to the stockholders 
of this company that its capital stock 
be increased from $1,000,000, consisting 
of 100,000 shares of the par value $100 
each, to $15,000,000 consisting of 150,000 
shares of the par value of $100 each; 
that said additional shares be offered for 
subscription to the stockholders of rec- 
ord of this company at the close of 
business on March 30, 1926, in propor- 
tion to their holdings at $200 a share; 
that all subscriptions for said shares be 
made at the office of the United States 
Security Trust Company, Hartford, 
Conn., on or before June 1, 1926; that 
payments for said subscriptions be made 
in four instalments as follows: 


Four Instalments 


“*Fifty dollars a share on or before 
June 1, 1926; $50 a share on or before 
September 1, 1926; $50 a share on or 
before December 1, 1926; and $50 a 
share on or before April 1, 1927; that 
said payments bear interest at the rate 
of 6 percent per annum from the date 
when each of said payments is due to 
April 1, 1927; that all prepayments bear 
interest from the next due date until 
April 1, 1927; that no fractional shares 
be issued; and that all fractional rights 
not combined by the stockholders, and 
all shares not paid for in accordance 
herewith, be sold to the executive offi- 
cers for the best interests of the com- 
pany, at not less than $200 a share; and 
that said additional shares be issued as 
of April 2, 1927, the same to participate 
in dividends declared after said date.’ 


Has Unprofitable Business 


“The Automobile is a subsidiary com- 
pany of the Aetna Life and has proved 
a valuable factor in its agency force in 
supplementing its general service. There 
has been disclosed through a review of 
the business of the Automobile the ex- 
istence of classes of business on its 





books of an unprofitable character, with 
the occurrence of heavy losses under. 
writing inadequate. 

Has Approval of Department 


“Any action taken by your board in 
the matter of amplifying the resources 
of the Automobile will be in accordance 
with the approval of the insurance de. 
partment of Connecticut. 

“The copy of the resolution of the di- 
rectors in regard to the increase of the 
capital stock of the Aetna Life shows 
the contemplated terms of payment for 
this new issue of stock and so far as 
possible an endeavor has been made to 
arrange for the convenience of the 
stockholders. 

“A resolution to increase the stock of 
this company as recommended by the 
directors must be approved by stock- 
holders owning two-thirds of the out- 
standing capital stock of this company.” 


RECORD ATTENDANCE 
AT SALES CONFERENCE 


(CONTINUED FROM PAGE 5) 
standard of one’s business integrity.” He 
told of his work among his present pol- 
icyholders, going into detail as to the 
number of calls made each year and tell- 
ing how now when his clientele reached 
the point where he cannot make these 
personal calls he writes personal letters 
in order to keep his policyholders and 
constantly working for him as a result of 
that friendship. 

National President Jones then told of 
the work of the National association and 
of its benefit to each individual mem- 
ber. He spoke also on the part life in- 
surance has played in solving various 
social and economic problems of this 
country. 

The afternoon session closed with the 
playlet presented at the national meeting 
in Kansas City last fall, “Thy ‘Will’ be 
Done,” all characters being played by 
members of the home office agency and 
women’s department of Western States 
Life. 


MORAL TURPITUDE INVOLVED 





Interesting Case Is Now Before the 
Federal Court Involving War Risk 
Insurance Policy 





Moral turpitude is involved in a case 
before the federal court in Chicago, in 
which the right of the Veterans Bureau 
to pass upon the morals of a soldier’s 
war insurance beneficiary is questioned. 
For more than a year Mrs. Hanna, 
widow of Maior Mark W. Hanna of 
Kansas City who was killed in action in 
France, has been seeking to force the 
government to resume payments on her 
husband’s $10,000 war insurance policy. 
Three years ago the government re- 
moved her as beneficiary and stopped 
payments, basing its action on statutory 
charges investigated by the Veterans 
Bureau as provided for in sections of 
the insurance law. Mrs. Hanna charges 
that Thomas W. Hanna, father of the 
dead soldier, and Earl Wagner, con- 
victed Kansas City bank robber, con- 
spired together to have the payments 
diverted to Mr. Hanna. The statutory 
charges against Mrs. Hanna were based 
on her friendship with Wagner. They 
became engaged but she broke with him 
before his conviction. Her payments 
stopped before he went to the peniten- 
tiary. 


Robbins to Give Address 

NEW WORK, March 25.—Today the 
John C. McNamara organization of the 
Guardian Life of this city will be ad- 
dressed by Ralph Robbins, a national 
leader of the Connecticut General and 
one of the biggest producers in the coun- 
try, delivering both large cases and 
number of lives. For nine consecutive 


years Mr. Robbins has produced more 
than $1,000,000 annually, in many years 
approximating $1,300,000. Not only can 
he do big things, but, being a clear and 
forceful speaker, he can tell others how 
they can be done. 
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Young El Paso Agent 
For Missouri State 
Makes Notable Record 


NE of the most interesting delegates 

in attendance at the Missouri State 
Life $100,000 Club convention in St. 
Louis was T. J. Barlow of El Paso, 
Tex., who is regarded as one of the 
most promising of the younger agents 
in the Missouri State organization. 

Young Barlow had been a resident 
of El Paso but a little more than two 
years when on Jan. 15, 1925, he joined 
the Missouri State Life under Leo R. 
Schuster, general agent at El Paso. In 
11 months he wrote $219,500 and fin- 
ished 1925 with close to $250,000 in 
written business. 

His first $219,500 was secured from 
63 applicants, the average premium 
being $27 per thousand. None of the 
applicants were related to Mr. Barlow 
and all were persons with whom he be- 
came acquainted after going to El Paso. 

Mr. Barlow is very careful about se- 
lecting his risks and his business has 
shown a very large percentage of stand- 
ard, few of his applicants being rated 
up or rejected by the company’s medical 
examiners. However, it is interesting 
to note that the very first man he talked 
about insurance with applied for $3,000 
and delivery was made on $5,000 after 
the prospect had been rated up $10 per 
thousand. It took salesmanship to do 
that. 

Recently Mr. Schuster agreed to pay 
Mr. Barlow a bonus of $1 per thousand 
for $25,000 or better secured from a 
minimum of 10 applicants during a pe- 
riod of ten days. At the end of the 
seventh day Barlow had 14 applicants’ 
signatures to the dotted line for a total 
of $49,500 in issued business. 


A. L, Carson, general agent in Milwau- 
kee for the Equitable Life, addressed the 
Optimist Club of Kenosha, Wis., re- 
cently on the history and progress of 
life insurance from the time it originated 
in the coffee-houses in London. 

















PROVISIONS OF NEW REVENUE ACT 
THAT AFFECT LIFE INSURANCE MEN 








HE provisions of the new revenue 

act recently passed by Congress 

have been reviewed at different 
times during the consideration of the 
measure, but now that it is in effect a 
summary of the features that affect life 
insurance will probably be of general 
interest. 


Dividend Provisions 


Dividends on life insurance policies 
during the premium-paying period, used 
by the insured to reduce premiums, 
taken in cash, allowed to accumulate or 
used to purchase paid-up additions, are 
not to be included in gross income for 
computing income tax. On the other 
hand, dividends on policies after the end 
of the premium-paying period, made out 
of earnings of the insurance company 
subject to tax, are in effect corporate 
dividends and are income of an individ- 
ual only in computing surtax. Divi- 
dends left by the insured to accumulate, 
but drawn in cash before the policy 
matures or becomes full paid, are not to 
be included in gross income for com- 
puting income tax. However, if the 
policy be surrendered or matured as an 
endowment, dividend accumulations 
drawn down should be added to the cash 
surrender or maturity value of the pol- 
icy, as the case may be, in order to 
compute the taxable profit. 


Policy Payments 


“Gross income” does not include the 
following, which shall be exempt from 
taxation: 

1. Amounts received under a life in- 
surance contract paid by reason of the 
death of the insured, in a single sum or 
instalments (but if such amounts are 
held by the insurer under an agreement 
to pay interest thereon, the interest pay- 





ments shall be included in gross in- 
come.) 

2. Amounts received (other than 
amounts paid by reason of the death of 
the insured and interest payments on 
such amounts) under a life insurance, 
endowment, or annuity contract. If 
such amounts (when added to amounts 
received before the taxable year under 
such contract) exceed the aggregate 
premiums or _ consideration paid 
(whether or not paid during the tax- 
able year) the excess shall be included in 
gross income. In case of a transfer for 
a valuable consideration, by assignment 
or otherwise, of a life insurance, endow- 
ment, or annuity contract, or any inter- 
est therein, only the actual value of such 
consideration and the amount of the 
premiums and other sums subsequently 
paid by the transferee shall be exempt 
from taxation under paragraph 1 of this 
paragraph. 

Premium Deductions 


Premiums paid by a taxpayer on an 
insurance policy on the life of an officer, 
employe, or other individual financially 
interested in the taxpayer’s business, for 
the purpose of protecting the taxpayer 
from loss in the event of the death of 
the officer or employe insured, are not 
deductible from the taxpayer’s gross in- 
come. If, however, the taxpayer is in 
no sense a beneficiary under such a pol- 
icy, except as he may derive benefit 
from the increased efficiency of the offi- 
cer or employe, premiums so paid are al- 
lowable deductions. Premiums paid on 
life insurance by a taxpayer for the ben- 
efit of religious, charitable, scientific 
and educational corporations may be de- 
ducted from gross income for the pur- 
pose of computing income tax, provided 
the corporations are such as are de- 





| Notre | Sone Football 


Stars Have Entered 
Life Insurance Field 


LEM F. CROWE, captain of the 

1925 Notre Dame football team, and 
his brother, Edward V. Crowe, also a 
football star at Notre Dame, have en- 
tered the Kokomo, Ind., agency of the 
Equitable Life of lowa. They were re- 
cently appointed agents at South Bend, 
Ind., by C. T. Stedman, district agent. 

The two brothers were members of 
the famous Notre Dame football team 
that played one of the heaviest schedules 
in the country last fall and was defeated 
only by the Army and Nebraska. They 
were also members of the national cham- 
pionship team the year before when 
country-wide publicity was given to the 
team and its famous backfield combin- 
ation, “The Four Horsemen.” 

Clem is now starring on the Notre 
Dame basketball team, which is having 
a very successful season, Ed is a junior 
at Notre Dame and in addition to be- 
ing a stellar football player, is very ac- 


| tive in other campus activities as well. 








scribed by the law and that such cor- 
porations’ interest in the policy is ab- 
solute and cannot be changed at the op- 
tion of the insured, and that such premi- 
ums, together with other charitable 
gifts, do not exceed 15 percent of the 
taxpayer’s net income. 


Estate Tax 


The amount receivable by the execu- 
tor or administrator as life insurance 
under policies taken out by the decedent 
upon his own life; and the excess over 
$40,000, of the amount receivable by all 
other beneficiaries as insurance under 
policies taken out by the decedent upon 
his own life, shall be included in the 
gross estate of such decedent. In this 
respect the new law is the same as the 
old. 
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and Agents 


Reduced Non-participating Rates 
Increased Dividend Scale 
Increased]Service_to Policyholders 





Business in force 


$51,294,000.00 


CENTRAL LIFE INSURANCE 


COMPANY OF ILLINOIS 


CHICAGO 










PROGRAM FOR 1926 


Several New States Opened 
Free Educational Course 
Increased Standard of Solvency 


All{of which came over our own counter-—no ‘consolidations. 


Admitted Assets 
$6,874,226.76 


If looking for a new connection write the Home Office 


Surplus to Policyholders 
$685,729.79 
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General Agencies 


WE have general agency open- 
ings in the following states: 


Illinois Oklahoma 


lowa Nebraska 
Indiana W yoming 
Ohio South Dakota 
Minnesota Montana 
Missouri Colorado 
Kansas California 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 
with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 


Great Northern Life 


Insurance Company 
(Home Office: Milwaukee, Wis.) 


110 South Dearborn Street, Chicago 


ESTATE TAX PROBLEMS 


MUCH SHRINKAGE AND DELAY 





Life Insurance Offers Only Solution of 
Difficulties Involved in Transfer of 
Large Estates 





NEW YORK, March 25.—Between 
1916 and 1925 the total amount collected 
by the various states through inheri- 
tance taxes increased over 300 percent. 
These taxes, together with the federal 
estate tax, create a serious problem for 
the wealthy man who wishes to pass on 
his property intact to his heirs. It is 
the opinion of no less an authority than 
Elihu Root that life insurance offers 
the only practical solution of this prob- 
lem facing all owners of large estates. 


Stock Transfers Difficult 


Another aspect of the tax problem de- 
serves serious consideration on the part 
of every one who owns any property at 
all. The transfer of stocks and bonds 
from a decedent to his heirs is always 
held up until: waivers for stock transfer 
are received from the proper tax author- 
ities. After an exhaustive study of the 
subject, the national tax commission 
found that in many instances the cost 
of securing transfer waivers exceeded 
the actual tax imposed. This vitally 
affects every one who owns a share of 
stock or a bond in any corporation. 

The commission also discovered that 
the cost of securing waivers was often 
8 or 10 percent of the value of the 
stock involved, even though no tax was 
payable. In some cases, the cost of the 
stock transfer plus the inheritance tax 
actually exceeded the value of the prop- 
erty to be transferred. 


Heavy Losses Often Incurred 


In addition, another serious question 
is the time usually required to secure 
transfer waivers. As it may take any- 
where from a few months to a whole 
year, the entire complexion of the stock 
market may change during that period. 
Heavy losses are often incurred through 
depreciation of value while waiting for 
the papers which must be secured be- 
fore the securities can be legally sold. 
Over a period of six months which is 
not an unduly long time to hold stock 
awaiting transfer authorization, a shrink- 
age in value of 10 or 20 percent is not 
at all uncommon. 

Experience has shown that life insur- 
ance is the only sure means of covering 
the cost of legal procedure and admin- 
istrative expenses. It is the only sure 
means of protecting the estate against 
any deficit caused by shrinkage of values 
while the stock is being transferred. 
It is obvious, therefore, that every life 
insurance agent should have a thorough 
knowledge of every phase of the sub- 
ject of inheritance taxation. 


Staging “Bull’s Eye” Contest 


The field force of the Equitable Life 
of Iowa is observing March with a 
special “President’s Month” campaign 
in honor of President Henry S. Nollen. 
The campaign is in the form of a “Hit 
the Bull’s Eye” contest, each agent and 
agency having a special target on which 
to record the results, each application 
counting as a “hit.” 

Henry S. Nollen has been connected 
with the Equitable Life of Iowa since 
1913 and has served as president since 
1921. 


North American Honors Risk 


John A. Risk, state agent for the 
North American Life, at Fargo, N. D., 
is honored in the campaign for business 
conducted by the company in March 
and April. In the conduct of these 
campaigns some member of the organ- 
ization is named each time and the 
campaign held in his honor. Mr. Risk 
is vice-president of the North Dakota 
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Allsteel Desks 


LLSTEEL desks are an 
inspiration—give zest 

to the day's work and prestige 
totheirowners. And now they 
cost no more than wooden 
desks. Richly finished inolive- 
green or mahogany with 
bronze trimmings and dura- 
ble, green battleship linoleum 
top, they are the last word 
in beauty and convenience. 


Measured on the basis of cost 

per year, convenience or pres- 

tige building appearance—the entire 

Alisteel line is a sound investment. 
Write for the new GF 
Allsteel Desk Catalog 

The General Fireproofing Co. 
Youngstown, Ohio 

Canadian Plant: Toronto, Ontario 
Dealers Everywhere 
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Attech thie coupon to your firm letterhead 


$re_ Genenl Fivegeesfing. Co., 
Youngstowa, Ohio. NU 


Please send me without obligation a copy 
of the GF Allsteel Desk Catalog. 
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NEED 
SHOWS VALUE OF STATISTICS 


Report of U. S. Chamber of Commerce 
Recommends Extension of 
Registration Area 


The importance of vital statistics is 
stressed in a report of the board of di- 
rectors of the United States Chamber 
of Commerce which will be presented at 
the annual meeting in May and a rec- 
ommendation is made of the extension 
of the registration area for births and 
deaths to cover the entire country. In 
the report the value of vital statistics 
js.pointed out and a comparison made 
with the situation in other countries. 
It is shown that the United States is 


practically the only first-class nation 
that has no national system of vital 
statistics. The registration of births 


and deaths is invariably a state function 
in other countries. In this country the 
work has been undertaken experiment- 
ally, but does not cover the entire na- 
The first extensive regis- 
established by the federal 
1900, consisting of the 
states, Michigan, New 
York, New Jersey, Indiana and the Dis- 
trict of Columbia. Since that time the 
work has been extended somewhat so 
that death registration is now in effect 
in 88.9 percent of the total population 
of the United States and birth registra- 
tion in 75.9 percent. The Bureau of 
Census is in charge of this work and 
it is hoping to extend the work into the 
balance of the territory by 1930. The 
insurance advisory committee of the 
United States Chamber of Commerce, 
recognizing the importance of this work, 
has recommended encouragement and 
cooperation wherever possible and the 
enactment of appropriate laws looking 
toward the proper collection and main- 
tenance of records of vital statistics in 
states now outside of the registration 
area. 


tion as yet. 
tration was 
government in 
New England 


SHOOTS AT THE BIG RECORDS 


E. S. Eagin of Mangum, Okla., Criti- 
sizes the Sensational Daily and 
Monthly Application Stunts 


Another life man takes umbrage at 
the sensational daily and monthly life 
insurance application stunt. E. S. Eagin, 
one of the general agents of the Na- 
tional Fidelity Life at Mangum, Okla, 
makes the following comment: 

“The stories of these spectacular ‘one- 
day drives’ when every man, woman and 
child in a radius of 40 miles herded into 
the fold sound mighty fishy to the or- 
dinary life insurance man. Any sensible 
person doubts very much that any such 
periormances can be crowded into 24 
hours’ time. They sound like fairy tales. 
Ninety-nine chances to one are that the 
chaps who purport to do these things 
are guilty of practices not healthy for 
the life insurance business. We would 
Suggest that all life insurance maga- 
zines who expect to print these bunk 
stories add a comic section and run these 
Stories along with other first class 
jokes,” 


Receivership Is Overruled 


The appointment of a receiver for the 
Illinois Bankers Life, made by Judge 
Fitzhenry in the federal court at Spring- 
field, Ill, was overruled by Judge Albert 
B, Anderson of the United States court 
0! appeals in Chicago, before whom the 
casé was taken on a writ of supersedeas. 
Judge Anderson ordered that the control 
of the company be turned back to the 
officers and directors. The receiver was 
appointed on application of a group of 
policyholders who were opposing the 


Plan to change from an assessment ‘to 
a legal reserve company. 
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OFF ICERS ARE ELECT ED 


COSMOPOLITAN NOW WRITING 


Clyde W. Miller Is Promoter and Presi- 
dent of Latest Institution Or- 
ganized in Topeka 


TOPEKA, KANS., March 25.—The 
Cosmopolitan Life of Topeka, promoted 
by Clyde W. Miller, promoter and for- 
mer president of the Victory Life, is 
now fully organized and transacting 
business. Mr. Miller has long been in 
terested in insurance company activi 
ties and has a group of fire and hail 
companies under his direction. The Vic- 
tory Life has been very successful and 
only recently Mr. Miller disposed of 
his interests and began the promotion 
of the new company. The Cosmopoli- 
tan has a capital of $100,000 and a sur- 
plus of $50,000, fully paid in. The capi- 
tal was subscribed without any expendi- 


ture for promotion expenses and the 
stockholders comprise a group of some 
of the well known bankers, business 
and professional men in the state. 
Has Agents in Field 
The company will operate on a stock 
with-policy plan and the stock now held 


is to be resold to the policyholders. The 
Miller & Logan Investment company 
has the general agency contract and al- 
ready has a group of active agents in 
the field. The company expects to make 
an unusual announcement of business 
written when the preliminary business 
is closed out about April 1. 

The first meeting of the stockholders 
was held last week and the officer 
the company were selected. Clyde 
Miller will be the active manager of 
the company. Herbert Jordan, a young 
newspaper man of Topeka, is the secre- 
tary and will have charge of the office 
management of the new company. The 
following are the officers of the com 
the list also comprising the board 


Ss ot 


pany, 

of directors: President, Clyde W. 
Miller; vice-presidents, E. E. Mullaney, 
C. W. Thompson, Thad Carver: secre- 
tary, Herbert Jordan; treasurer, J. R. 
Burrow; medical director, Dr. W. H. 
Weidling. 


Occidental Life’s Figures 


The Occidental Life of Los Angeles 
has issued its annual statement showing 
assets $11,787,888 as compared with $7,- 
445,394 the year previous. The premium 
income of its life department was $2,- 
081,136, as compared with $1,756,629 the 
year before. The accident premium in- 
come was $256,919, as compared with 
$232,826 the year before. The total in- 
come was $2,842,455, an increase of 
about $500,000. Its new business last 
year was $46,919,390, a gain of $20,600,- 


000. Its insurance in force is $102,062,- 
867 as compared with $66,403,139 the 
year before. The company has capital 


of $259,000 and net surplus of $251,083. 
It has made great progress, particularly 
during the last three or four years. 


Metropolitan Life Loans 


Loans on bonds and mortgages total- 
ling $9,819,835 were recently authorized 
by the Metropolitan Life. Of this $7,- 
627,910 were city loans and $2,191,925 
were farm loans. There were 10 loans 
on business buildings for a total of $1,- 


796,000, while the housing loans 
amounted to $5,831,910. The rate of 
interest on the housing loans was 6 


percent. 


Bankers Life Managers’ Meeting 


Sixty-five agency managers and a 
number of regional sales managers of 
the Bankers Life of Des Moines from 
all sections of the United States will 
hold their annual meeting at the home 
office Monday and Tuesday, March 29 
and 30. It will be a strictly business 
gathering with the exception of an in- 
formal dinner to be held at the Wakonda 
club Tuesday evening. 











The Bankers Reserve 
Life Company 


HOME OFFICE, OMAHA, NEBRASKA 
ROBERT L. ROBISON, President 


WALTER G. PRESTON, Vice-President 
JAMES R. FARNEY, Vice-President 
RAY C. WAGNER, Sec’y and Treas. 








Financial Statement, December 31, 1925 


Resources 
State, County, Municipal and School Bonds. $10,276,094.21 
First Mortgages on Real Estate............ 1,335,700.00 
RAG OD HY GE cceccccsice sesvcce 3,229,390.20 
eee ce ean eaalewe 793,216.24 
Renewal Premium Notes.................. 175,448.29 
OE SES re 160.36 
I ee a ae i eee 514,135.81 
Accrued Interest on Securities............. 136,741.33 
Premiums in Process of Collection......... 121,340.62 
re Te ee $16,582,227.06 
Liabilities 

Se ee OD ns cwendancdadiencncessus $13,689,007.00 
Dividends Left with Company............. 464,544.14 
Death Claims Reported, no proof......... 108,233.75 
Unearned Interest, Premiums paid in advance 

ee Meee SR. vaccccesdssavacentune 359,128.81 
Capital Stock, Paid wp... ....ccccscccccvces 100,000.00 
Policy Dividends Calculated for 1926... 619,122.75 
Wenmetiemnd Bare 2. ccc cccccvcvcssccsess 1,242,190.61 

PE iii tte aide een aie.e wale we ad wee weeee eee wee $16,582,227.06 





A SOLID, CONSERVATIVE COMPANY 


BIGGER - BETTER - STRONGER 





Net Gain in Admitted Assets in 1925.......... $ 1,373,173.48 
Paid to Beneficiaries and Policyholders in 1925. _1,653,129.10 
ET oc ccedecsecccocssvcueuausiebees 4,332,376.17 
Insurance Issued and Revived in 1925......... 24,025,482.00 
Insurance in Force December 31, 1925......... 101,533,638.00 








The Bankers Reserve Life Company 


OMAHA, NEBRASKA 























Analyzing Success 


A cross section of the 66th Annual Statement which shows, by growth, 
safety and low net cost, why the Guardian ranks as one of the strongest 
of the strong companies. 


NEW BUSINESS, about 50% gain........... $ 66,857,528.00 
INSURANCE IN FORCE, 16% gain.......... 290,912,305.00 
ADMITTED ASSETS. .......ccsccccscscccess 51,866,771.92 
SEE 505s 60.045 bn Foh.c5s crcescccces ga 45,836,814.05 


SURPLUS AND DIVIDEND FUND, 


RR ee 6,029,957.87 
1926 DIVIDENDS SET ASIDE, 
SSN LCTTELE PAE OO TOT TTT 1,983,000.00 


is growing more rapidly than most old line companies, and in a way 
opportunities to men of the right calibre. For information, write 
T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
‘ounded 1860 under the Laws of the State of New York 
S@ UNION SQUARE, NEW YORK 


The Guardian 
that offers 
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New In 
Business Force 
SeIONY occccese 483,000 4,002,495 
Old Line, Wis.....- 228,013 1,072,062 
Old Line, Neb....... 475,500 413,000 
Omaha ..cesreseesees 655,333 1,178,376 
Pacific Mutual ...... 1,477,600 10,707,890 


cocccs 4,297,405 30,557,447 


' tual 
ye = 48,009 3,316,352 


Philadelphia 


Phoenix Mut. ....-. 2,156,208 13,064,678 
Phovident, N. D...._ 269,700 ‘867,350 
Prudential ....... 0.17,210,008 66,818,496 
Prudential ....... G. 1,622,000 4,777,750 
Prudential ......+. 111,215,603 63,306,084 
Reserve Loan ......- 254,157 2,935,145 
Royal Union ...New 1,695,953 4,787,612 
Reliance, Pa. _...... 1,244,408 6,878,881 
Reinsurance, Ia. ... 261,912 819,090 
= 165,732 197,732 


Roosevelt, Minn...O. 2,569,000 
Roosevelt, Minn...G. 653,000 653,000 


State Mutual ...... 2,779,427 21,030,074 
Security Mut. ..... 2,070,272 13,382,122 
Security, Va. ...... 194,674 1,475,453 
Southland ........-. 114,600 474,133 
Springfield .......-- 273,000 2,496,618 
Travelers Equit. 803,500 3,279,014 
U. S. Nat ee 50 1,000 


2 & -.Q. 0 
N. S. Nat. & C....1 15,181 9,991 




















Union Central . 7,121,876 29,006,642 
Western Union....0. 649,998 1,515,263 
Western Union....G 459,000 457,000 
Wisconsin ......++.. 388,000 954,100 
Wis. National ...... 151,000 784,766 
— a 
MISSOURI 

Metropolitan .....0.35,389,689 237,188,243 
Metropolitan .....G.23,054,084 38,034,760 
Metropolitan ...... 1.45,538,859 198,353,861 


International, Mo..O. 7,519,883 38,637,421 


International, Mo.G. 80,560 283,000 
Mid-West .......... 474,000 393,000 
American Security. . 115,400 108,650 
Commonwealth ...I. 62,189 267,574 
Gh, FOG: .ccvertvesas 1,380,500 8,943,342 
Central States ..... 5,212,518 21,645,081 
Midland, Mo. ....... 2,698,443 8,166,630 
Natl. Fidelity ..... 453,201 1,921,643 
Continental, Mo...G. 289,000 485,500 


Continental, Mo....O. 4,510,928 11,328,074 


Empire Mutual 810,500 810,500 
Western States ... 276,325 276,325 
St. Louis Mutual.... 749,916 9,781,011 
American Nat., Mo.. 738,097 5,551,969 
Springfield, Mo. .... 2,081,150 6,862,475 
Missouri Ins. Co,..I. 8,342,411 8,295,581 
American L. & A..I 26,291 24,417 
Reliable L. & A.... 3,135,690 3,933,204 
Western Protect. .. 363,000 86,750 
Old Line, Mo....... 219,135 273,515 
Douglass, Minn...... 3,240 2,117 
Equitable, N. Y...G. 2,966,127 10,562,803 
Equitable, N. Y..0.15,432,092 83,868,137 
Atlas, Okla. ........ 170,974 427,194 
New England ...... 3,851,332 22,488,681 
National Benefit I 813,695 272,475 
National Benefit ..QO. 406,000 279,500 
Life & Casualty. .O. 64,019 105,600 
Life & Casualty...I 2,016,584 1,047,312 


Life & Casualty..G.12,304,690 30,916,323 
Missouri State 0.16,587,870 100,502,356 


Kansas City ....... 10,322,157 59,969,711 
Bus. Men’s Assur... 2,151,014 4,012,766 
Manhattan ......... 340,555 1,762,587 
COE. EO. céccnnces 1,217,520 2,729,946 


Bankers Res., Neb... 1,218,767 
Provident Mutual 








WEST VIRGINIA 














56,286 


Amer. Bankers, Ill. 19,710 

Eureka Maryland .. 12,500 57,682 

National Benefit...O. 135,000 209,750 

National Benefit...I. 1,584,227 1,630,116 
Life Notes 


Ives & Myrick, general agents of the 

Mutual Life of New York in New York 
City, have leased the entire fourth floor 
of the new Wadsworth building at Wil- 
liam and Cedar streets and will take 
possession about May 1 when the build- 
ing is completed. 
_Arthur R. Harper, auditor of the Ohio 
State Life, Columbus, O., delivered an 
address a few days ago before the Audu- 
bon Society in that city. Mr. Harper is 
quite a student of nature and has written 
many articles and taken man photo- 
Sraphs that have been highly com- 
mended. 

The Phoenix Mutua!l’s sales class now 
in session at Hartford, Conn., recently 
listened to Rev. William E. Barton, 25 
years a@ pastor at Oak Park, IlL A 
luncheon was given in his honor by the 
officers of the company. He spoke on life 
insurance and mentioned the number of 
Policies he had purchased over a period 
of 40 years. 

Theodore W. Smith, a life underwriter 
for the Aetna Life, was honored at a 
dinner attended by 75 members of the 
new business division in Hartford. After 
eight years with the home office of the 
Aetna Life, Mr. Smith has resigned to be- 
come an agent for Shepard & Co., gen- 
eral agents for the Aetna Life in Hart- 
ford. Mr. Smith was vice-president of 
the Aetna Life Club. His associates pre- 
ames a gold watch to him at the din- 
e . 





SESSION YET IN DOUBT 
S PRING MEETING UNCERTAIN 


Officials of Commissioners’ Convention 
Have Not Decided Yet Whether 
One Will Be Held 


It has not yet been determined whether 
there is to be a spring meeting of the 
National Convention of Insurance Com- 
missioners, according to Col. Joseph 
Button, Virginia commissioner, who is 
secretary of the Convention. He has 
been advised by Judge Harry L. Conn, 
Ohio commissioner, president of the 
body, that there is some demand for a 
meeting this spring, according to letters 
Judge Conn is receiving from commis- 
sioners in different parts of the country, 
but whether it is sufficient to justify 
calling the body together remains to be 
seen. 


Rests With Executive Committee 


It was originally planned to get to- 
gether the early part of the spring to 
hear a report from a special committee 
appointed some time ago to work out 
some uniform basis upon which automo- 
bile insurance might be handled on the 
wholesale plan. So far, however, there 
has been no intimation as to when the 
committee is likely to be prepared to 
make a report. Judge Conn is chairman 
of this committee. The question of call- 
ing the convention together rests with 
the executive committee, of which Com- 
missioner McMurray of Indiana is 
chairman, 


WILL NOW ENTER MISSOURI 


Central Life of Ft. Scott, Kan., Will 
Open Offices in Kansas 
City at Once 


The Central Life of Fort Scott, Kan., 
is perfecting plans to enter Missouri. 
Offices will be opened in Kansas City, 
Mo., about the middle of April, in the 
Board of Trade Building, by J. P. May- 
all, agency director, from which, at 
least tor the present, the work in this 
state will be conducted. The company 
is 19 years old, but heretofore, though 
so close to the Missouri state line, has 
not done business in this state. It is 
understood that Mr. Mayall will con- 
tinue in Kansas City, retaining however 
his activities as agency director for the 
company. 


Managers in Conference 


The Mutual Life of New York is 
holding a conference of its agency man- 
agers at the Drake Hotel in Chicago 
this week, the three-day session opening 
today. Vice-President George K. Sar- 
gent and agency department officials 
were present from the home office. 


Equitable’s New Statement 


The new annual statement of the 
Equitable Life of Washington, D. C., 
shows assets of $4,286,054, and surplus 
to policyholders of $331,877. The com- 
pany has capital of $120,000. The com- 
pany has made steady progress for the 
past several years. 


Goes With American Reinsurance 

J. C. Higdon, who has been actuary 
for the Business Men’s Assurance, has 
resigned to become actuary for the 
American Reinsurance of Dallas. Mr. 
Higdon has been with the Business 
Men’s for a number of years and is 
well known among the company ac- 
tuaries. He will take up his new duties 
May 1. 

Mr. Higdon succeeded his father, J. 
E. Higdon, as actuary of the Business 
Men’s. J. E. Higdon was the first ac- 
tuary of the company serving in that 
capacity for more than three years. He 
is now an official of the American 
Bankers. 












































Women and 
. Children 


Women and children in this day and age usually do come first and 
have been first in everything but life insurance. Today things even 
in this respect have changed; that is, they have, at least to the 
extent that in Mutual Trust women and children have an equal 
chance. 






Women— 


are insured on the same basis as men—even Term 
Insurance being used. 


Children 


can now be insured as young as “date of birth” for 
$500; 6 months, $1,000; 2 years, $3,000. Standara 
policies issued to children over 10 years of age. 





This alone is a big field, yet there are many more attractive fea- 
tures in the make up of Mutual Trust. 
Get acquainted by knowing the facts. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY. 
Cart A. Peterson, Vice President 
A. E. Wivper, Director of Agencies 


The Chicago Temple - Chicago [ 





















































































4 
SOUTHLAND LIFE INSURANCE~ atid COMPANY, 


vv 


Over $100,000,000 Insurance in Force 


Remunerative and pleasant agency connections available in 
‘Texas Indiana, Tennessee and Minnesota are open to the right 
men. For information address 

CLARENCE E. LINZ 
Vice President and Treasurer 
Dallas, Texas 
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TO INCREASE CAPITAL 





PROPOSE BIG STOCK DIVIDEND 





Stockholders of National Reserve Life 
of Kansas Will Act on Question 





At April Meeting 





| 
TOPEKA, KAN., March 25.—The | 
officers of the National Reserve Life of | 
Topeka have announced a meeting of the 
stockholders for April 5 to consider the 
question of a 100 percent stock dividend. 
This company was organized five years 
ago with a capital of $225,000. Two 
years ago the capital was increased to 
$275,000 by the sale of $50,000 of stock 
at five times the par value, thus creating 
a paid in surplus of $200,000. This 
$200,000 was used by the company in | 
erecting the new home office building, 
which it recently completed. Some of 
the surplus which had been created by 
the sales of stock with the policies of 
the company was also used for this pur- 
pose, although none of the legal re- 
serves had been used for the building. 

The annual statement of the company 
shows an actual earned surplus last year 
of slightly more than $7,000, but it re- | 
ceived a paid in surplus during that time | 
of $271,600. Of this, $185,400 -was the | 
surplus created by the sale of the special 
stock and the other was the surplus paid 
in by the policyholders who bought stock 
with their policies. The company pro- 
poses to capitalize this paid. in surplus 
for the past two years leaving the com- 
pany with an earned surplus upon which | 
to operate. 





Peoria Life’s “Bacon” Meetings 


The Peoria Life entertained 90 agents 
of the company from all over Illinois at | 
the home office in the first of a series of | 
state meetings marking conclusion 
of the annual “Bring Home the Bacon” | 
contest. The agents reported $1,729,789 





of insurance written in February and the 
prize “pork-raisers” were W. J. Brunin- 
ga, Peoria; W. D. Lipe, Chicago; J. W. 
Thrasher, Thawville; N. E. King, 
Sterling, and T. H. Young, Peoria. 
Michigan this week ‘is next on the list 
and the series of meetings will end in 
Los Angeles, April 5. Emmet C. May, 
president; Walter E. May, vice presi- 
dent; George B. Pattison, secretary and 
actuary, and Dr. F. A. Causey, asso- 
ciate medical director, will represent 
the home office in the meetings. 


American Central’s Big Drive 


The American Central Life of Indian- 
apolis plans to commemorate the at- 
tainment of $200,000,000 of insurance 


in force which will be attained through | 
a special drive by April 10 by placing | 


a second large tablet on the walls of 
the home office building. The tablet 
will be 5% by 3% feet in size and will 
contain the names and titles of the en- 


tire home office and field organizations | 
The 75 leading pro- | 
ducers in the drive are offered a trip to 


of the company. 
Indianapolis to see the 500-mile Speed- 
Way race as guests of the company. 
There will be special prizes for the lead- 


| ers in the last 25 days of the contest. 


Double Indemnity Claims 


The New York Life reports 26 double 
indemnity claims that were paid in Feb- 
ruary. 
automobile accidents. Two policyhold- 
ers were killed by robbers. 

In February the New York Life paid 
49 first year death claims amounting to 
$236,922. It paid 48 second year death 


claims, amounting to $158,648. 


Plans for Medical Meeting 


Dr. J. B. Steel of Chattanooga, medi- 
cal director of the Volunteer State Life, 
who is president of the Medical Section 
of the American Life Convention, is 


Nearly half were the result of | 


riving in St. Louis at 7:40 a. m. June 5. 
The day will be spent in St. Louis as 
the guests of the local companies. Then 
on the night of June 5 the party will 
journey to Kansas City. J. B. Reynolds, 
president of the Kansas City Life, will 
arrange the entertainment for the stop- 
over there. The party will arrive at Col- 
orado Springs June 7. The annual meet- 
ing takes place June 8-10. 





W. Truman French 


W. Truman French has been ap- 
pointed district agent for the North- 
western National Life at Ionia, Mich., 
with territory including Lansing, St. 


was formerly with the 
of Gleaners for eight years 
since been in newspaper work. 


and has 


Figures on Health Service 


| Based upon the use of it by policy- 
| holders, the health service of the North- 
western National Life of Minneapolis, 
showed an increase of 50 percent in 
usefulness in 1925 as compared with 
1924, according to a statement given 
| out by the home office. In 1925 733 
| home office examinations were 
| for policyholders and 210 examinations 
| by local examiners in addition to 1,996 
urinalyses. A total of 3,314 policyhold- 
ers were written in connection with the 
| health service and 2,077 pieces of health 
literature were sent out. 
ie 


University Group Policies 


In a recent issue it was stated that a 
group policy taken out by the Univer- 





| sity of Pennsylvania for its faculty was | 
| the first university to take out group | 


life insurance. This was not true as 
| the Missouri State Life wrote a group 
| policy for the Carnegie Institute of 


| Technology of Pittsburgh last year. Sec- | 


|ond Vice-President Henry Reichgott of 
the Missouri State Life says that there 
are many well known universities that 





arranging for an official train leaving | have adopted group life insurance during 


Nashville at 5:40 p. m. June 4 and ar- 


the last few years. 


Johns, Greenville and Alma. Mr. French | 
Ancient Order | 


made | 


KANSAS CITY COURSE 


WEEKLY LECTURES ARE GIVEN 





E. J. Montague Offers a Course on 
Salesmanship to the Members 
of the Y. M. C. A. 








KANSAS CITY, MO., March 25.— 

E. J. Montague, educational director of 
the Business Men’s, is conducting a 
series of weekly lectures on salesman- 
ship under the auspices of the Y. M. C. 
4. More than 300 are enrolled for the 
| course, which will extend over the 
| period from March 4 to May. 6. 
Mr. Montague will deliver the first six 
| lectures on the following subjects: 
| “Fundamental Laws of Selling,” “Why 
Men Fail and How to Make Success 
Sure,” “How You Can Become a Suc- 
cessful Public Speaker,” “Developing 
a Sales Personality,” “Human Nature 
and How to Handle It,” and “How to 
Live a Hundred Years.” In addition 
to these lectures Mr. Montague will be 
assisted by the following speakers: W. 
T. Grant, president of the Business 
Men’s Assurance, “The Young Man’s 
Opportunity”; J. S. Knox, “Executive 
| Efficieney”; Charles J. Rockwell, “Psy- 
| chology of Retail Selling,” and M. M. 
| Studebaker, “Character and Habits 
Which Build or Demoralize.” 











Great West $100,000 Club 
| The $100,000 Club of the Great West 
Life held its annual convention at Victo- 
ria, B. C., this week. 

The members were taken on a tour 
through the Canadian Rockies, arriving 
at Prince Rupert March 22. The trip 
from Prince Rupert to Victoria was 
made by special steamer, going through 
the inside passage down the coast. Thir- 
teen North Dakota members made the 
| trip, headed by M. N. Hatcher of Fargo 

and J. S. Hatcher of Grand Forks. 




















Business in Force, $80,000 ,000 


C. HUBERT ANDERSON, Supt. of Agencies 


For instance— ; 


A Prospect Bureau that really functions is among the practical field | 
| 


SPRINGFIELD LIFE SERVICE 


Agents in thé field service of the Springfield Life Insurance Company will find 
the co-operation extended by the Home Office both helpful and profitable. 


aids operated under the direction of the Company's Agency Department. 


Also and equally important— 


Business will be accepted from all present policyholders, more than 70,000 
of them, and from members of their families, on the Non-Medical basis. | 


All Standard Policies are written, with or without Total and Permanent 
Disability, Premium Waiver and Double Indemnity. 


IS A BIG SELLER 


Admitted Assets over $6,000,000 


THE COMPANY’S PREFERRED ORDINARY LIFE POLICY | 
| 


GOOD OPENING FOR LIVE AGENTS 





SPRINGFIELD LIFE INSURANCE COMPANY 


Home Office: 


Springfield, Ill. 


Surplus Funds over $600,000 


A. H. HEREFORD, President 
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You may believe there is nothing 
new under the sun, but after 








— considering our General Agency 


proposition you may not be so 
sure about it. 


HE Gem City Life was 

organized in 1911. For 

over 15 years the com- 
pany has had a steady and 
satisfactory growth. Old 
enough to have secured valuable 
underwriting experience — big 
enough to have financial stability 
— young enough to have high 
ideals and great ambition, and 
small enough to be able to main- 
tain a personal contact with its 
agents. The Gem City Life is an 
ideal Organization in which you 
will find all the good things you 
have been seeking in a company. 








General Agency Openings in 
W est Virginia, Georgia, Alabama 
Louisiana, S. E. Ohio 


| 





The GEM CITY LIFE 


INSURANCE COMPANY 
Dayton - - Ohio 








I. A. MORRISETT. Vice-President |— 


























Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co - operation 
given Ambitious men, with or 
without previous experience.” 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
President Vice-President 
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Repeat Orders 


Successful life companies are built 
by successful agencies that get “repeat 
orders’ because the price and the 


service are right. 


No permanently profitable agency 
can be built on any other basis 


The Midland is ready to help a 
few men build a business for them- 
selves in Illinois, Michigan, Pennsyl- 
vania, West Virginia, Maryland and 
New Jersey. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises”’ 















A Word to 
Ambitious Men! 


General business prosperity is creating a 
demand for more men. If you have had 
good selling experience you would be inter- 
ested in openings which we now offer. 










\Ve want managers in Michigan and Illi 
nois and active agents in Indiana and Penn 
sylvania. 







We furnish field menmavith a good many 
leads and effective home office co-operati m. 






Let us hear from you at once! Confiden 
tial. 








The BANKERS RESERVE 
LIFE COMPANY 


R. L. ROBISON, President 

W. G. PRESTON, Vice-President R. C. WAGNER, Secy.-Treas 
HOME OFFICE 

OMAHA, NEBRASKA 






















Business in Force, over One Hundred Millions 
Accumulated Assets, nearly 17 Millions 
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Cutting Down Running Time Too Fast 


THe NaTIoNAL UNDERWRITER does not 
intend to be an alarmist nor does it feel 
that the ways of our fathers are good 
enough for us. Conditions change with 
the years. There are new plans. Civ- 
ilization progresses and with its ad- 
vancement its needs must be met. 

Life insurance has kept apace with the 
years. It has not turned its face back- 
ward. The men in charge of companies 
have been prophetic in their vision. 
They have kept abreast with the times 
admirably. 

We are pointing out from time to 
time, however, that there is an artificial 
stimulation in the business today that is 
unnatural. Commercialism is making it- 
self felt in an abnormal way. There is 
an overweening and insatiate demand of 
premium for volume and to pyramid in- 
come. The men in the field are being 
driven harder and harder. This ambition 
for greatness and bigness is overshadow- 
ing the real value and service of life 
insurance. 

In a recent bulletin, President R. W. 
Stevens of the I:utnors Lire in com- 
menting on an editorial in THe NaTIonaL 
UNDERWRITER makes this significant state- 
ment: “Not how cheap nor how easy it 
is to secure, but how good should be 
the slogan. We conduct our business on 
the theory that life insurance is a serv- 
ice and not a commodity.” Mr. Stevens 
in the same category states that he does 
not look upon mere volume of new busi- 
ness or insurance in force as the meas- 


Testimony of a Layman 


Ir 1s gratifying when a well informed 
layman gives his views as to life insur- 
ance and speaks frankly of the service 
that life insurance is able to give. Re- 
cently Frepertck A. MILLER of Columbus, 
O., president of the H. C. GopMAn SHoE 
Company of that city, spoke before the 
sales congress held under the auspices 


of the Cotumsus Lire UNDERWRITERS 
ASSOCIATION. 
He made the rather epigrammatic 


statement that if a man “wishes to live 
long and keep young he should take out 
life insurance and work like the devil.” 

In that bit of advice is packed a world 
of wisdom. The man who is industrious 
and works intelligently must arrive 
somewhere. As long as he can keep his 
mind unfettered from worry and harras- 
sing demands a man can go forward 
with enthusiasm and determination. Life 


insurance lifts from his mind the solici- 
tude that he would be confronted with 
otherwise. 


ure of the strength and service of a 
legal reserve company. 

It is not the straight, hard, consistent 
plugging for more simple life insurance 
forms that is causing the house to be- 
come lopsided, but it is an overreaching 
for volume through means of modern 
expedients and methods that have been 
formed to force life insurance produc- 
tion. 

A few years ago the railroad systems 
endeavored to cut down the time be- 
tween Chicago and New York. The 18 
hour trains were put into service. It 
meant an overstretching of the railway 
equipment. Such speed was not com- 
mensurate with railroad beds, safety de- 
vices and the dispatching of railroad 
trains. It took two or three catastro- 
phes to convince railroad officials that 
they were going too fast. 

Life insurance has its roadbed, so to 
speak. It has its equipment. It is pre- 
pared for certain kinds of service. It 
has been evolving its plans for greater 
help to policyholders and claimants and 
in this process the progress has been 
perfectly natural. There has been no 
great effort to speed up beyond the dan- 
ger point. Now we are trying to cut 
down the time, so to speak, at the ex- 
pense of real genuine safety. Let us 
hope that before too many catastrophes 
come to life insurance, our managements 
will realize that it does not pay to crowd 
the business too fast or to overstrain 
the machinery. 


Mr. Miter dealt out a point so far as 
business life insurance is concerned that 
is interesting. He said that in his or- 
ganization he had surrounded himself 
with many young men. They had en- 
tered the company in good faith, had 
been loyal to him, and had become a 
distinct part of the organization. Mr. 
Mitier therefore felt that there was a 
moral obligation on him to protect the 
future of his concern so that the inter- 
ests of these young men would not be 
impaired. He declared that it would be 
unfair to get young men to enter a busi- 
ness, give it many years of their time 
and then have the future of the business 
depend entirely on the continuance of 
the head. In case of his death, Mr. 
MILter said that he wanted his business 
protected largely for the benefit of the 
men who are associated with him. That 
is certainly an appeal that will go 
strongly to the mind of a broad gauged, 
conscientious man. 


William MacGregor Morris, who was 
recently appointed assistant actuary of 
the Guardian Life, has studied and fol- 
lowed actuarial work in three countries, 
Scotland, Canada and the United States. 
He received his early education at the 
George Watson College at Edinburgh 
and began his actuarial work with the 
Edinburgh Life, remaining there until 
the outbreak of the war. He was with 
the Royal Scots during the entire war, 
leaving with the rank of captain-adju- 
tant. He was wounded in service. 


Morgan G. Bulkeley, Jr., vice-president 
and treasurer of the Aetna Life, died 
at 11:20 Monday night after several 
months illness. Last summer he had a 
brain tumor removed at the Boston hos- 
pital He was commanding major of 
the 101ist Division Machine Gun Bat- 
talion and son of ex-Senator Morgan G. 
Bulkeley. He graduated at Yale in 1907. 
He served with Troop B, First Squadron 
Cavalry, on the Mexican border. He 
was born in Hartford Dec. 25, 1885. He 
leaves a wife and three children. He 
was a director of the Phoenix National 
Bank of Hartford, City Gas Light Com- 
pany, Hartford Steam Boiler, Dime Sav- 
ings Bank, Hartford Hospital and Y. M. 
Cc. A. Hie was very active in politics 
and civic life and was particularly well 
liked. Apparently he never recovered 
from a severe gassing during the war. 


Darwin P. Kingsley, president of the 
New York Life, accompanied by his 
family, is spending the month of March 
at Augusta, Ga. Mr. Kingsley has been 
going to Augusta for 25 years. 


Franklin Bush Mead, vice-president of 
the Lincoln National Life, is not only 
recognized for his splendid actuarial 
knowledge and for his comprehensive 
view of life underwriting and company 
administration, but to those who are in 
close touch with him, he is regarded as 
an authority on flowers. Mr. Mead has 
a most artistic and interesting flower 
garden at his home. He spends much 
time in cultivation of plants and has ar- 
ranged many artistic beds and vistas in 
his garden. In the March number of 
“Country Life” Mr. Mead has contrib- 
uted an authoritative article on “Single 
and Japanese Peonies.” It is illustrated 
with colored drawings of subjects from 
the author’s garden by J. Marion Shaw. 

There are three or more pages of Pic- 
tures of peonies in colors besides views 
of “Iriscrest,” Mr. Mead’s garden. This 
is not the first contribution Mr. Mead 
has made to the literature of floriculture, 
but it is one of his most carefully writ- 
ten and demonstrates that he has a bent 
for literature other than that of insur- 
ance, in which field he has long been 
recognized as an authority. 


John J. Moriarity, second vice-presi- 
dent of the Missouri State Life, who 
has been confined to his home on ac- 
count of a nervous malady, has gone 
south to remain a few weeks to recup- 
erate. 


Northwestern Mutual before and after 
the war. 

He entered the insurance business as 
district a at Madison, Wis., for the 
Clifford McMillen home general 
agency B the company, — Position 
he held until his army days began. [Ip 
1919 he became associated with the Cur. 
tiss Aeroplane Corporation as general 
sales manager and in 1921 reentered the 
insurance field as an agent in New York 
city for the Northwestern Mutual. He 
was called to the home office in Mi. 
waukee in November, 1923. 


Frederick H. Ecker, vice-president of 
the Metropolitan Life, is among the di- 
rectors selected for the Chase National 
Bank of New York, which through the 
recent merger of the Chase National 
Bank and the Mechanics & Metals Na- 
tional Bank, has become one of the 
largest financial institutions in the entire 
country. Its capital, surplus and undi- 
vided profits aggregate close to $79,000,- 
000. 


Thomas O'Malley, general agent of 
the Indianapolis Life in Chicago, has 
set $1,000,000 for his quota for 1926. Mr. 
O’Malley has also promised himself a 
trip to Ireland for the Christmas holi- 
days if he makes his quota. He is al- 
ready well on his way and has led the 
agency force of the Indianapolis Life 
during January and February. 

The Indianapolis Life is running a 
six team baseball championship series. 
Mr. O’Malley is captain of the “Sox” 
team. The contest is open from March 
1 to May 31. In commenting on his 
chances to win the championship Mr. 
O’Malley says, “Sure, first place prize 
money is going to carry me back to old 
Ireland. ’Tis some of the Sox that will 
be shot full of holes.” 

Mr. O’Malley’s personal production 
during 1925 reached close to the million 
dollar mark and this is fine production 
when it is considered that Mr. O’Mal- 
ley’s office is not in the downtown dis- 
trict in Chicago but is located out on 
the west side in one of the business 
centers there. 

Miss Constance Schwanz, who recent- 
ly joined the St. John & Carter agency 
of the Equitable Life of Iowa, at Des 
Moines, has set her mark to become the 
star woman salesman of Des Moines 
and Iowa. She is a comparative 
stranger in Des Moines but her record 
on the Pacific coast is proof that she 
has the ability to reach her goal. 

Miss Schwanz graduated from the 
home economics department of Iowa 
State College. She taught school at 
Rockford, Iowa, the following year and 
then moved to San Francisco, where 
she joined the sales force of the West- 
ern States Life. She qualified for the 
$100,000 Club, the only woman to reach 
that goal in the western company. De- 
siring to return to Iowa, she signed up 
with the Equitable and already is build- 
ing up a fine business. Practically all 
her sales are made to women, although 








Willard B. Johnson, who recently re- | 
signed as general agent of the Mutual | 
Benefit Life at Boise, Ida., has taken his 
new position at the home office as field 
service manager. He went with the 
company in 1918, and was appointed 
general agent at Boise in 1924 when W. 
R. Wilkerson was transferred to the 
Denver general agency. He attended 
a College and the University of 

aho 


John P. Davies, assistant superintend- 
ent of agents for the Northwestern Mu- 
tual Life, was the first member of the 
Alonzo Cudworth post of the American 
Legion at Milwaukee to be written up 
in the official publication of the post. A 
biographical sketch tells of his work in 
the aviation corps during the World 


she says that men are just as good 
prospects. 

Walter St. John of the St. John & 
Carter agency at Des Moines of the 
Equitable Life of Iowa will complete 
24 years of service with the company 
Tuesday. He will hold no formal cele- 
bration but will reserve his efforts until 
next year when he will celebrate his 
25th anniversary with the company and 
the 60th anniversary of the founding of 
the Equitable. 


Manager J. A. Campbell of the cen- 
tral branch office of the New York Life 
of Chicago in a recent listing of his 
star producers, showed 17 agents with 
a record of over 250 weeks of consecu- 
tive production. Seven men in_ his 
agency alone have produced a policy a 





War and also his association with the 





week for over 250 weeks. J. E. Scho- 
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field heads the list with 583 weeks of | 
consecutive production, representing 11 | 
years without a stop. B. Adler has a | 


record of 548 weeks, Immanuel Weil, a 
record of 531 weeks, Franklin Neuber- 
ger 511_ weeks, Harry Maybrook 320 
weeks, Christ Bacos, 271 weeks and L. 
A. Wasserman, 250 weeks. Mr. May- 
brook is only 25 years of age and joined 
Mr. Campbell’s agency when he was 
19 years of age. During his entire con- | 
nection with the office he has not failed | 


to produce a policy a week. | 








General Agent Edward S. Gaylord of 
the National Life of Vermont at Syra- | 
cuse died recently. He was appointed | 
general agent March 15, 1915. 





Franklin Neuberger of the central 
branch office of the New York Life in 
Chicago this week brought in 32 appli- 
cations for $313,000 life insurance on 
members of the White Sox baseball 
team. Mr. Neuberger began working 
on the White Sox several years ago and 
since that time has written over $1,000,- 
000 of business on those players. He 
has now added $313,000 to this total 
and expects to materially increase that 
before the baseball season is under way. 
The insurance is carried by the club to 
protect its interest in the players, the 
premiums being paid by the club. 


Charles G. Taylor, of New York, as- 
sistant manager of the Association of 
Life Insurance Presidents, spent part 
of this week in Chicago. 


C. P. Mayfield, recently appointed 
manager of publicity of the Fidelity 
Mutual Life, has now become editor of 
the “Fidelity Field Man,” the company’s 
house organ. Miss Elsie Ullrich has 
been acting as editor for several years, 
but ‘with the increased responsibility 
laid on her in the secretarial duties of 
the agency department, it is felt that 
Miss Ullrich had more than her share 
of work, Prof. John Dennis Mahoney 
will continue on the staff as associate 
editor. 


Clifford Ireland, formerly director of 
trade and commerce of Illinois, is now 
giving his entire time to the campaign 
of Frank L. Smith for United States 
senator on the Republican ticket before 
the April 13 primaries. 


HAVE AGENCY TRAINING PLAN 
National Guardian Life of Madison 


Uses Compulsory Educational 
Course 








The National Guardian Life of Madi- 
son, Wis., has instituted a compulsory 
educational course for new agents, 
whether experienced or totally inexpe- 
rienced. 

The course was started last January 
with the full knowledge and approval 
ot the then 15 leading agents of the 
company who were at that time in con- 
ference with the home office agency of- 
ficers. No new man is allowed a con- 
tract until he has completed the entire 
course which consists of eight parts as 
follows: 

1. Rate book, dividend book, “agent's 
manual.” 

2. “Agent’s job.” 

3. “Guardian Life, the company.” 

4. “Prospects.” 

5. “Forms of presentation of Guardian 
Life policies.” 

6. “Closing.” 

7. “What to Say.” 

8. Subscription to “Insurance Sales- 
man.” 

Parts 2 and 4 are reprints from the 
Diamond Life Bulletins. 

New men who are enrolled in the 
course are urged to begin actual so- 
liciting within three weeks or a month 
after beginning the course so that they 
may take up by mail with the home of- 
fice any actual problems which arise 
during their field work. 

It is also planned to have a home 


man at least once during the period 
covered by the educational course. 

















Off to a Flying Start 


It looks as though the Texas} Agency 
may repeat as the leading agency of The 
Lincoln National Life Insurance Com- 
pany for 1926. 


The Texas sales force is off to a fly- 
ing start running well ahead of their 1925 
mark for the first two months this year. 
Plenty of rain in Texas this spring. Con- 
ditions in general are most promising for 
enlarged business. 





For three years the agency of the 
— ean > al Lone Star State has led all other Lincoln 
a National Life Agencies. In 1925 it showed 


an increase of 47% and paid for more than Nine Million Dollars 
of business. 


Right now there is a call for a Supervisor for the Texas Agency 
and excellent opportunities for District Agencies for the territory 
about Houston, Waco, Austin, Abilene and Lubbock. 


Get in touch with O. D. Douglas, 
Texas State Manager, 608-614 
Bedell Bldg. San Antonio, Texas 


or 


The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down--not out. 








We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, 


Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 


now. Write for information and territory 


desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 South State Street 


Chicago, IIl. 
A. E. JOHNSON, AGENCY MANAGER 











The. "ory, Ill,, Ia., Kans., Md., Mich. 


We have openings in a Ark., 
Mi Va. and Wyo. 


ian., N. M., we. Oula. °35 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’ 's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 

















OUR NINETY-FIRST BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















| 








LIFE AGENCY CHANGES 








New York Life Agency Director at 
Denver Also Takes Charge of 
Kansas City Territory 





B. Notzon, for five years agency direc- 
tor of the New York Life at Denver, 
Colo., has been made agency supervisor 


Since the death in January last of Agency 
Director William Hughes of Kansas 
City no successor has been appointed by 
the home office and Mr. Notzon says 
he does not know when this will happen. 
Mr. Notzon is spending two weeks in 
Colorado and two weeks in Kansas City 
and will divide his time this way for the 


branch office, which five years ago wrote 
about $5,000,000 a year, is now in the 
$10,000,000 a year class. The Kansas 
City branch office wrote $563,000 in Jan- 
uary last as against $376,000 in January, 
1925, and for February wrote $479,226 
' against $455,990 in February, 1925. 

A recent contest between the Colorado 
and Kansas City and adjoining offices 
resulted in a victory for the latter. 
Colorado branch paid for $295,790 and 
Kansas City $148,479, St. Joseph, Mo., 
$182,292 and Gate City $82,870, totaling 
$417,641. The Colorado agents are not 
satisfied with this result, however, and 
will try again in a contest running from 
March 15 to April 15. 

The Kansas City branch office will 
start a school of salesmanship this week 
for present and prospective agents under 
the direct charge of Mr. Notzon. 





OPENS A NEW CITY AGENCY 





Philadelphia Life 
Heim As the Manzger of Its Office 
Just Established in Philadelphia 





The Philadelphia Life is opening new 
city agency offices in its home city in 
quarters on the first floor of the com- 
pany’s building at 115 North Broad St. 
This building adjoins the home office. 

A. C. Heim, who comes from similar 
work with the San Francisco agency of 
the John Hancock Mutual, is the new 
superintendent in charge. Mr. Heim is 
an insurance man of 14 years’ experience 
in supervisory capacity, working with 
agency staffs, and is a man of splendid 
ability. 

B. E. Derflinger is the supervisor. . He 
recently came from Virginia, where he 
was associated with the Shenandoah 
Life as state supervisor. Mr. Derflinger 
is a Virginian and brings with him con- 
siderable insurance experience and capa- 
bility. 





R. D. Stockman 


The Merchants Life announces the 
appointment of R. D. Stockman as gen- 
eral agent at Sioux City, Ia. For the 
past two years Mr. Stockham has been 
associated with the company’ as 
agency supervisor and has been very 
successful in his work among the agents 
in the state. He is now following out 
a desire of long standing to establish a 
general: agency of his own where it will 
be possible for him to divide his time 
between organization work and training 
new men and personal production. 





Miss M. B. Cooper 


Miss M. B. Cooper has been appointed 
manager of the woman’s department of 
the Philadelphia agency of the Guardian 
Life. Miss Cooper is an experienced 
life underwriter. General Agent Berlet 
believes there is opportunity for edu- 
cated women for substantial success in 
the life underwriting profession. 





| ified 
Announces A. C. | 
|S. J. Smith succeeds Mr. 








The | 


| extending to the 


| 
| 
| 
| 
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of that company and in addition to 
Colorado will take active charge of | 
Kansas City and adjoining territory. 


———__ 


NOTZON AGENCY SUPERVISOR | TAKES OVER MOUNTAIN FIELD 





Curt A. Schroeder Appointed Genera] 
Agent of Northwestern Mutual 
With Headquarters at Denver 





DENVER, COLO., March 24.—Curt 
A. Schroeder, for 15 years special agent 
of the Northwestern Mutual in Colorado, 
has been named general agent of the 
company in Denver to succeed Jesse M. 


| Wheelock. Mr. Schroeder has been or 


of the most active men in Denver in all 
civic movements, taking part in numer- 
ous drives and campaigns for various 
institutions and enterprises. e is a 
past president of the University of IIli- 
nois Alumni association and a member 


| of the board of governors of the Opti- 


present. Under his direction the Colorado | 


mist club of Denver. 

Mr. Schroeder was graduated from a 
high school in Chicago, where his 
mother, who died in 1915 in Denver, was 
instructor in languages. He received 
the de grees of bachelor of science and 
master of science from the University of 
Illinois, spent two years there as an 
instructor in chemistry and then spent 
a year prospecting in British Colum! bia. 
Then he went to Cuba and Florida and 
18 years ago located in Central City, 
Colo., where he managed the Argo mine. 
Fifteen years ago he came to Denver 
and became an agent of the Northwest 
ern Mutual Life. 


Herbert Hendricks and S. J. Smith 


Herbert Hendricks. 
the Equitable Life of 
Ill., the last nine years, 
ferred to Decatur, Ill., to take charge as 
manager of 22 central Illinois counties 
eastern line of the stat 
As head of the Quincy district he qual- 
for the Organization Club, which 
honored him by electing him president. 
Hendricks as 
Quincy agency. 


general agent for 
Iowa, in Quincy, 
has been trans 


head of the 





H. W. and J. A. Armstrong 


William H. Armstrong, until recently 
general agent for Northwestern National 
in Philadelphia, and his brother, John 
A. Armstrong, have become affiliated 
with the local agency of the Guardian 
Life in that city. 


V. H. Vowan 


V. H. Vowan, of Marianna, Ark., who 
has heretofore been district agent for the 
Farmers & Bankers Life of Wichita. 
has been appointed general agent. Mr. 
Vowan’s territory embraces six eastern 
Arkansas counties. 


G. A. Ebbert 


The Atlantic Life announces the ap- 
pointment of G. A. Ebbert as general 
agent for southwest Michigan with 
headquarters at Kalamazoo. He was 
previously with the American Central at 
Great Falls, Mont. He is a former Kala- 
mazoo man and has returned to work 
among his own people. The Atlantic 
Life is planning to develop the entire 
state of Michigan. W. H. Harrison, 
superintendent of agencies, was in De- 
troit this week in connection with com- 
pany business there. 


A. L. Hart 


Vice President W. H. Savage of the 
Great Republic Life of Los Angeles, 
who is now in Kansas City making ar- 
rangements for the greater development 
of the Oklahoma, Missouri and Kansas 
field by his company, announces the ap- 
pointment of A. L. Hart as agency 
supervisor for this territory, with head- 
quarters in Kansas City. Mr. Hart is 











well known throughout the middle west. 
both as a personal producer in the field 
and in general agency work, and also 
as a home office executive, having for- 
merly 


been connected with the Des 
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Moines Life & Annuity as vice-president 
and agency manager. He was also with 
the Northwestern Life of Omaha, and 
more recently has been engaged in spe- 
cial agency work for the Great American 


Life of Hutchinson, Kan. 





L. P. Haughian 
Leonard P. Haughian of Rice Lake, 


| superintendent of the entire department, 


Wis., general agent for the New World | 


Life for the past four years, has re- 
signed to accept a general agency for 
the Saskatchewan Life of Regina, Sask., 
with headquarters at Shaunavon, Sask. 
Mr. Haughian’s agency wrote $320,000 
of business in 1925. 





Al Sommers 
Al Sommers has been appointed dis- 
trict manager for Sheboygan, Wis., ter- 
ritory for the Great Northern Life. Mr. 


will become superintendent of agencies 
for Indiana only. He has appointed E. 
E. Skelton superintendent for northern 
Indiana and C. D. Williams for the 
southern part of the state. 





Curtis A. Huth 


Curtis A. Huth of Canton, O., has 
taken over several counties including 
the city of Akron, for the International 
Life of St. Louis. 





E. L. Morway and J. F. Russell, Jr. 
Elmer L. Morway has been appointed 


| general agent of the State Mutual Life 


| the agency there for the last 
| years, 


Sommers is a graduate of the University | 
of Wisconsin and has been secretary of | 


the Sheboygan Chamber of Commerce 
for the past seven years. 





American Central Changes 


at Albany. He has been associated with 
three 


James F. Russell, Jr., has been ap- 
pointed general agent at Baltimore to 
succeed Charles R. Gantz. Mr. Russell 


| has had a long experience in life insur- 


| ance, 


The American Central Life of Indian- | 


apolis announces that separate organ- 
izations for Indiana and Illinois will 


ing been handled heretofore through 
one department. F. G. Jones, formerly 


| 
| 
‘ 


Mr. Gantz will continue to do per- 
sonal business. 





Life Agency Notes 


George A. Nicoud, vice-president of 


t ( L | the Dallas Joint Stock Land Bank, has 
hereafter be maintained, the states hav- | 


resigned to become special agent for the 
American Life Reinsurance Company of 
Dallas, and will have offices at 1219 
Athletic Club building. 
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FIGHT PROPOSED LEGISLATION 





New York Life Underwriters To Wage 
Campaign Against New 
Measure 





NEW YORK, March 24.—The pro- 
posed change in the law defining life 
insurance brokers will be strenuously 
fought by the life underwriters of New 
York, the officials of the New York As- 
sociation of Life Underwriters planning 
to present their views before the state 
legislature. The law which was recently 
introduced at Albany allows lawyers 
to act as insurance brokers without ob- 
taining a certificate of authority. In the 
present law the term “broker” includes 
any “person, partnership, association or 
corporation, who, for money, commis- 
sion or anything of value, acts or aids 
in negotiating contracts of insurance or 
placing risks or taking out insurances, 
including surety bonds.” The proposed 
legislation would add a clause to read 
“such term shall not include an attor- 
ney-at-law, duly admitted to practice in 
this state; and such an attorney shall 
not be required to procure the certifi- 
cate of authority required by this sec- 
tion.” An objection has already been 
filed by the legislative committee of the 
New York Association and all the as- 
sociations in the state will be asked to 
cooperate in the campaign, if the in- 
surance committee of the legislature 
should give serious consideration to the 
proposed bill. 





Farmers & Traders Meeting 


At the annual meeting of the Farmers 
& Traders Life of Syracuse, N. Y., 
all the officers were reelected. The 
company showed an increase in business 
of 20 percent last year. 


Travelers’ New Boston Office 


A branch office of the Travelers was 
Opened this week in the Park Square 
and Back Bay section of Boston, in the 
Park Square building, near the rising 
Statler hotel, made necessary, according 
to Manager William B. Phelps of the 
life, accident and group departments, by 
the rapid development of the company’s 
business in that section. 

No agents will be transferred from 
the Milk street offices and the clerical 
work, policy writing and accounting will 
be handled by the present force at the 
main office. It is the purpose of the 








company to build up a new ana separate 
branch office in Park square with an 
entirely new agency organization. 

The new branch is under the super- 
vision of Manager Phelps with Boyd L. 
Cook as assistant in charge of the selec- 
tion and training of agents. Only life, 
accident and group lines will be handled 
from the branch office at present. 





Plan Judge Day Testimonial 


NEW YORK, March 24.—The board 
of managers of the New York agents 
of the Equitable Life recently held a 
meeting at the home office to discuss 
plans for the Judge Day Testimonial 
Campaign. This is an annual event con- 
ducted in the first ten working days of 
April as a demonstration of loyalty and 
affection to Judge Day, president of 
the Equitable. The meeting decided 
that each local agency would assume a 
quota which would be equivalent to five 
completed and examined applications for 
every contract in force. Last year 6,404 
agents throughout the country partici- 
pated and produced 32,936 applications 
for a total of $132,000,000. Of this 
amount 1,755 agents operating in New 
York produced 8,743 applications. 





Toledo Travelers Meeting 


The Toledo Travelers Life held an 
agency meeting in Akron O., last Sat- 
urday. There were 15 men from eastern 
Ohio attending the meeting. The com- 
pany has written over $1,500,000 in the 
last six months. President O. C. Norton 
of the company was present. The pro- 
gram was as follows: 

Opening remarks. 

Sales Demonstration— Endowment at 
65 (special emphasis on closing)—H. E. 
Crain. 

Prospecting—E. F. Burge, C. lL. Meloy. 

The L. P. U. at 65—Paul Brooks, Chas. 
Laber. 

“Making the Mare Go”—D. O. Norton. 

Discussion of the Rate Book, Policies, 
Disability, Accidental Death Benefits and 
Substandard Insurance—A. A. Speers. 

Mental Attitude—R. S. Moore. 

“The Good Old Toledo Travelers”—O. 
Cc. Norton. 





Massachusetts Savings Bank Report 


The savings bank life insurance divi- 
sion reports that in February the sav- 
ings bank life insurance in force made a 
net gain of $629,955, and that the pre- 
mium income for the month was $113,- 
713; that the insurance departments of 

















There's a Place for You-— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 


THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 











Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 
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THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 





=—— 


Paid to Policyholders— 
Over— $21,000,000.00 





Insurance in force as of 


Dec. 31, 1925, 
$148,281 ,904.00 




















A. C. Tucker, President 




















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


Policies tote by one of ie, very sti J companies in the country, —s 
ample ital, surplus an est stan of reserves. opportun: 
is Be to salesmen of character and ability. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 











Attractive Agency Openings in Thirty-Five States 
To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $198,000,000— 
Assets over $16,000,000. 
ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President w, D.C. 








HOMER BUILDING 


the banks are operating at an expense 
ratio of only 5.5 percent and that lapsed 
policies have been practically eliminated, 
the number being now less than 2 per- 
cent of the policies written. There are 


| now 104 banking institutions identified 
with the savings bank insurance system, 
10 of them as insurance carriers and the 
other 94 as receiving stations for insyr- 
ance premiums. 
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OPPOSE NEW FRATERNAL CODE 


Several Societies Claim It Would Ex- 
tend Business Beyond Plans of Any 
of the Organizations 





TOPEKA, KAN., March 25.—The 
Kansas insurance code commission has 
not made any decision as to whether or 
not it would adopt the new fraternal 
insurance code. The commission found 
some active opposition to the proposed 
code which is supposed to have the ap- 
proval of the National Fraternal con- 
gress and the Kansas Fraternal con- 
gress. In fact the commission was told 
that it was proposed if Kansas passed 
the new fraternal code that it would be 
offered in every state legislature to take 
the place of the present New York Con- 
ference code which was said to be obso- 
lete and tended to prevent the fraternal 
societies expanding. 

The American Insurance Union, the 
Maccabees and the Modern Woodmen 
objected to the new code and opposed 
the adoption of most of the features in 
Kansas. They declared that the pro- 
posed code extended the business of fra- 
ternal societies far beyond the plans of 
any of the organizations. They sug- 
gested that there was no demand for 
the fraternal organizations competing 
for all the lines of the old line life com- 
panies and they felt that this should not 
be permitted. They also objected to 
the permissive provision that the lodge 
features of the societies can be aban- 
doned. The three companies insisted 
that these are the most important parts 
of the whole scheme of fraternal insur- 
ance and activities and insisted that 
lodge attendance and initiation be con- 
tinued in the law. Some of the societies 
felt that some of the present fraternals 
would ultimately grow into purely mu- 
tual insurance companies without fra- 
ternal features at all. 


Central Life’s Iowa Meeting 


The Central Life of Des Moines will 
hold its annual convention and school 
of instruction for its Iowa agents in its 
home office city Friday and Saturday. 
There will probably be about 150 in at- 
tendance. 

Sales methods will be the outstand- 
ing topic for discussion and one of the 
big features for the meeting will be the 
entertainment Friday evening, which 
will be in the nature of a dinner dance. 





Program Is Announced 

The junior division of the insurance 
branch of the Chicago Association of 
Commerce gave a dinner Thursday 
evening of this week at the Hotel La 
Salle, when C. M. Cartwright of THe 
NATIONAL UNDERWRITER was the speaker. 
On April 5, L. J. Kempf, casualty man- 
ager of the Travelers in Chicago and 
president of the Illinois Insurance Fed- 
eration, will speak. Walter E. Webb, 
vice-president of the National Life U. S. 
A., will be the speaker for April 19. On 
May 3, W. W. Charters, head of the 
department of education at the Univer- 
sity of Chicago will speak. He was for- 
merly director of the bureau of re- 
search at Carnegie Institute. 


Phoenix Mutual Agency Rallies 
Agency Manager J. A. Whitmore and 
Assistant Secretary Howard Goodwin, 
in charge of new business of the 
Phoenix Mutual Life, attended a rally 
of the Kansas City agency force in 
charge of Manager A. E. Myers Thurs- 
day. Messrs. Whitmore and Goodwin 
had a similar meeting with the St. Louis 





AGENTS HONOR CORNEVEAUX 





Agency Director of New York Life in 
Minnesota Rounding Out 35 Years’ 
Service With Company in That State 





ST PAUL, March 25.—In honor of 
John J. Corneveaux, who is rounding 
out 35 years’ service with the New 
York Life in Minnesota, 200 salesmen 
of that company in the St. Paul territory 
have designated March as “Corneveaux 
month” and are striving to set a record 
in new business in honor of their chief. 

Many of the ‘salesmen joining in the 
campaign were personally selected and 
trained by Mr. Corneveaux. 

Mr. Corneveaux joined the New York 
Life March 1, 1891, as an agent at Aus- 
tin, Minn. A year later he was made 
general agent for southern Minnesota. 
He had a large territory to cover and 
had to do it in freight cars and by 
buck board. 

“In those days in that territory the 
writing of a $5,000 policy was as great 
an achievement as writing a $50,000 one 
today and I believe there was more reai 
satisfaction in it,” said the veteran sales- 
man in discussing his work. 

In June, 1903, Mr. Corneveaux came 
to St. Paul for the company and in 1911 
accepted a special contract which nec- 
essitated his covering several states. 
Eight years later he again became 
agency director here. 

During his 35 years’ service with the 
New York Life Mr. Corneveaux has 
written $8,200,000 in business in addi- 
tion to his agency work. For 30 years 
he averaged $273,000 a year, his biggest 
year being $688,000. The largest single 
policy he has written was for $200,000. 
Mr. Corneveaux ceased to sell insurance 
personally five years ago. 

When Mr. Corneveaux resumed the 
St. Paul agency in 1919 there were 26 
men under him. Now there are nearly 
200, most of them working outside of St. 
Paul. 





Rockwell School At Des Moines 


The arrangements are completed for 

the nine weeks’ school of instruction to 
be held in Des Moines starting April 1, 
under Dr. Charles J. Rockwell and his 
staff of instructors. Joseph Peterson, 
general agent for the Berkshire Life, in 
charge of registration, says more than 
50 have already enrolled. Chairman Pet- 
erson announces several have enrolled 
from outside cities. 
The course is to be under the aus- 
pices of the Des Moines Life Under- 
writers Association, and will be held 
four days weekly, from Wednesday to 
Saturday inclusive in the auditorium of 
the Insurance Exchange Building. 





Reversed on Ground of Fraud 


The Nebraska supreme court has 
overturned a verdict against the Equit- 
able Life of New York, on a $2,000 pol- 
icy, issued to W. B. Gilbert June 23, 
1922. Gilbert died within three week:. 
The court says the evidence fully sus- 
tains the contention of the company 
that Gilbert was guilty of fraud and mis- 
representation in obtaining the policy. 
The decision carries with it a greater 
sum than that named in the policy, as 
at the same time he took out another 
policy for $8,000. No suit has ever been 
filed on that policy, the beneficiaries 
waiting for the judgment in this case. 

The company contended that Gilbert 
had deliberately stated he had had no 
recent consultations with doctors when 





agency and also with the Omaha field 











men. 


asked that question by the examiners, 
when four doctors had been visited by 
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him. He showed a four plus under the 
Wassermann test, and there was also 
proof that he had suffered from severe 
spells with his heart. One witness tes- 
tied he had said he was getting some 
insurance because he was fearful of 
what might happen to him under these 
attacks. 





Aetna Life Des Moines School 


A home office school for the life de- 
partment agents of the Aetna Life will 
be held in Des Moines for ten days be- 
ginning March 29, George W. McClung, 
state manager, announced. This school 
will be in charge of L. O. Shriver of the 
home office school faculty and will be 


in session full days. Twenty-five agents 
have already enrolled for the school 
and at least ten more are expected to 
enter. 


Big Business Policy at Duluth 


The writing of a business policy for 
$500,000 and a personal policy for 
$100,000 on the life of Seth Marshall, 
president of the Marshall-Wells Com- 
pany of Duluth, Minn., was reported 
this week. The business was distributed 
among six companies. A policy of $500,- 
000 payable to his company was put on 
| by Mr. Marshall five years ago, so that 

the companies are now carrying $1,000,- 
000 of that class of insurance on his life. 
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CONDITIONS 


President A. L. Key of the Volunteer 
State Life Sees Much Improvement 
in Southern States 





A. L. Key, president of the Volunteer 
State Life, reviews the conditions of the 
year and sees a larger amount of pros- 
perity in the south. Here is what he 
says: 

Prosperity Abounds in Our Field 


“Production and distribution have 
been good in nearly all lines. The gen- 
eral trend of prices and of the cost of 
living have been more stable than for 
many years. There is little or no un- 
employment, and wages are probably 
the highest ever known. While it will 
take several years of good crops to 
bring back genuine prosperity to the 
agricultural interests, the farmers gen- 
erally have more buying power than for 
many years past. The cotton crop now 
estimated at 15,603,000 bales will be the 
third largest ever produced. High prices 
naturally declined somewhat as the size 
of the crop become known, and unsea- 
sonable weather at harvest time resulted 
in considerable deterioration in quality 
of the last part of the crop. Neverthe- 
less, the net result will be quite satis- 
factory and the cash equivalent of this 
large crop even at present reduced prices 
spells genuine prosperity for the South. 
Since the sections served by the Volun- 
teer State are largely agricultural, cot- 
ton predominating, we believe that our 
representatives will share our view that 
the time is ripe for putting on forced 
steam ahead in an effort to capitalize 
on the immediate possibilities accruing 
from the abnormal crop of cotton. 


Shows Healthy Increase 


“City real estate, as well as unim- 
proved land values throughout the south 
are showing a healthy increase, and the 
rapid development of our section in an 
industrial and financial way is attracting 
nation-wide attention. The south is 
truly coming into its own—an over- 
surplus of money in the centers of the 
east and west is flowing into our part 
of the world as never before in history. 
The greatest building boom in the his- 
tory of the South has been in evidence 
during the past four or five years, and 
this great influx of outside capital in- 
sures a continuance of building opera- 
tions, and these operations augur well 
for every man selling life insurance. 


Reduction in Taxes Will Help 


_“The economic program of our na- 
tional government, making possible ma- 
terial reduction in federal taxes is largely 
contributing to the general prosperity 
of the country, and is giving the public 
confidence in the future. On the other 
hand, this spirit cannot be said to have 
been followed by the masses, for never 
before has such an enormous volume of 
business been done on the partial pay- 
ment plan. We must confess that the 
general orgy of spending is probably the 
only unhealthy situation on the business 
horizon, However, the installment buy- 
ne of necessities, as well as luxuries 
as served to stimulate both production 


and distribution—but if it is carried too 
far it may easily become an element of 
weakness in the general business situa- 
tion, especially if there should come an 
unexpected tightening of credit lines or 
an industrial reaction involving unem- 
ployment. However, business people the 
country over are optimistic, and there 
is absolutely no reason for alarm to 
exist at the present time, but the situa- 
tion furnishes food for thought—and it 
behooves every thoughtful person to 
work for a continuance of present satis- 
factory business conditions.” 





Must Secure a License 


The insurance commissioner of Flor- 
ida has sent companies a notice to the 
effect that it is against the law for any 
company to procure business in the 
state except through a duly appointed 
and licensed agent or solicitor. This 
means that no business can be written 
in Florida, either by mail or otherwise 
without the agent first securing a li- 
cense from the Florida department. 





Lincoln National Texas Meeting 


An agency meeting of the Lincoln 
National Life Insurance Company was 
held at San Antonio, Tex., last week. 
O. D. Douglas is state agent for the 
company. Some 100 agents, many ac- 
companied by their wives, attended the 
three-days convention. Plans for the 
year and the current problems of the 
agents were discussed. The agents re- 
ported excellent business the first two 
months of 1926, 


Alamo Life’s New Directors 


New directors for the Alamo Life of 
San Antonio, Tex., have been elected as 
follows: Eugene Nolte, T. W. Master- 
son, Sylvan Lang, E. L. Brown, Thomas 
R. Lentz, Kenneth Lentz, Kenneth Wi- 
mer, Harry D. St. John, Graham Dow- 
dell and R. L. Burney. 

In the year and a half that the com- 
pany has been in existence, it has issued 
paid for insurance of $4,276,000. In 
spite of adverse crop conditions, the of- 
ficials predict sound financial conditions 
and substantial growth. 


Arkansas Companies Merge 

The consolidation of the Security Life 
of Rogers, Ark., with the Southern Life 
of Little Rock, is announced by A. W. 
Sloss, president of the Southern Life. 
The state department of insurance and 
revenue has approved the merger. 

The Security, which was a mutual, 
had approximately $2,000,000 in insur- 
ance in force at the time of the merger, 
and this business has been reinsured in 
the Southern Life, a stock company. 
Prior to the consolidation the Southern 
had written approximately $17,000,000 
in insurance. 


Project Is Abandoned 


Some months ago a movement was 
started to organize a large Florida life 
company with headquarters at Miami. 
During the time when the real estate sit- 
uation was at its highest point, the pros- 

















pects for the new company were most 
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Complete and 


Enduring Service 


for every life insurance 
need makes West Coast 
Service Men successful. 





A splendid Agency 
Contract direct with 
Home Office is available 
for men of ability. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 
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Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 


The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 







































AMERICAN NATIONAL 
INSURAN CE COMPANY 


Galveston, Texas 
Shearn Moody 
Vice-President 


W. J. Shaw 


W. L. Moody, Jr. 
Secretary 


President 













Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$302,277,296.00 











Good Territory from Coast to Coast 
The Republic of Cuba and Hawaii 
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MUNCIE, INDIANA 








Old Line Legal Reserve Company 
Operates in Indiana and Ohio 


Wanted: A few General Agents ] 
in each State. 


Service to Policyholders Unsurpassed 


| 


Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J. i. s btw ty ort Jr, SeczeteggeSecncuree 
J. BARRY MAHOOL. Vice-President GLEHART, 






































Here is a Wallet! 


You 
Will Be 
Proud to Give! 


AUFMAN’S Systeman Security 

Holder is an honest to goodness 
good will builder. It typifies to your 
clients the brand of service you render 
—your appreciation of their patronage 
—and often it helps deliver those extra 
policies. 


It is the best leather container on the 
market designed to provide a place for 
insurance policies, bonds, and other 
valuable papers. 


A standard size at $2.25 and a large 
size at $3.15. Get the quantity rates 
now. 





For Sale by 


The National Underwriter Co. 
1362 Insurance Exchange Bldg. 
Chicago, Illinois 


420 East Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
307 Iowa National Bank Bldg., Des Moines 
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NATIONAL UNDERWRITER WANT ADS ARE RESULT GETTERS 





excellent. aaeaiedl. the slump came and 
the organization for the time being, at 
least, has been postponed. Those who 
are interested in the proposition say that 
in time a company 
| with headquarters at Miami, 
be a credit to the state. 





Opens Richmond Office 


Fred C. Neikirk, general agent for Vir- 
ginia for the Kansas City Life, has 
opened offices at 714 Mutual building, 
Richmond. The appointment was effec- 
tive several months ago but on account 
of ill health it was only recently that he 
was enabled to enter actively upon his 
new duties. He plans to begin an enten- 
sive development of the entire state. He 
was formerly with the Prudential at 


will be organized 
which wiil 


Richmond as a special representative 
pipe | he was with the Reliance 
Life in that city. 


North Carolina Mutual Meeting 


District managers for the North Caro. 
lina Mutual Life, in Virginia held a two. 
day session at Richmond last weck. This 
is a Negro company with home office at 
Durham, N. C. Reports showed that 
premium income for Virginia during the 
past year was a bit in excess of $21: 5,000, 
More than $3,000,000 of ordinary busj- 
ness for Virginia is on the books of the 
company in addition to weekly industria} 
debit of dbout $2,250. Home office rep. 
resentatives in attendance were: C. (¢. 
Spaulding, president; W. D. Hill, agency 
director; E. G. Spaulding, special repre- 
sentative; C. V. Harris, agency auditor. 
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Utah Commissioner Warns People Not 
to Throw Them Away, Even if 
Premium Payments Stopped 





SALT LAKE CITY, UTAH, March 
25.—Commissioner John G. McQuarrie, 
a life agent before becoming the head of 
the insurance department, has issued a 
statement in which he urges the public 
to look carefully into a life insurance 
policy before throwing it away, even 
though the intention is to pay no more 
premiums in connection with it. Mr. 
McQuarrie says the most common rea- 
son for the destruction of a policy by 
the assured is, of course, a belief that 
the stopping of premium payments 
renders it of no more value, and he 
points out the continuation features of 
the average life policy issued today, and 
the cash surrender values. 

In one paragraph the insurance com- 
missioner says: “The insuring public 
should know that a legal reserve life in- 
surance policy is not only a protection, 
it is a piece of property, the value of 
which increases with each successive 
payment and such values are not lost 
through temporary neglect.” 

Mr. McQuarrie quoted two recent 
cases which served to make his point 
clear. In one, he said, a young man had 
been dead a year when the local repre- 
sentative of the insurance company 
learned of the death and promptly in- 
formed the parents that they had $1,000 
coming to them from a policy carried by 
their son, which was still in force at the 
time of his death in spite of the fact that 
premiums had not been paid right along 
In another case, the commissioner said, 
a friend who happened to know some- 
thing about the elementary principles of 
insurance, was responsible for the col- 
lection of a sum of money on another 
policy that it was thought had lapsed 
long before the death of the person who 
took it out. 

“Somewhere in the state,” said Mr. 
McQuarrie, “there may be similar claims 
pending and many others will no doubt 
arrive. We desire to give the public the 
information that these companies are 
not only willing but anxious to pay all 
just claims.” 





Giles in Pacific Northwest 


Robert J. Giles, secretary and general 
manager of the Occidental . of Los 
Angeles, accompanied by S. M. Hope, 
actuary, and W. A. Wood, agency sec- 
retary, spent several days in San Fran- 
cisco last week en route to Portland and 
Seattle where they attended regional 
agency meetings of the company at 
Portland March 20 and Seattle March 
22, remaining in Seattle over March 23 
to attend the Sales Congress. 





Claypool on the Coast 


Glen F. Claypool, vice-president of the 
Continental Assurance of Chicago, is on 
a trip through the Pacific coast terri- 


SHOWS VALUES IN POLICIES | PROMOTIONS ARE ANNOUNCED 


Western States Life Makes Numerous 
Changes In Its Agency 
Ranks 





The Western States Life has an- 
nounced a number of promotions in its 
agency ranks. M. E. Long, formerly 
agency director of the Fresno district of 
California, will be the supervisor of the 
recently established ° central California 
department, which includes the Fresno 
and Stockton districts and the Bakers- 
field agency. Stuart C. Gibbons and L. 
C. Halli will be in direct charge as 
agency directors of the Stockton dis- 
trict and the Bakersfield Agency re- 
spectively. Mr. Long has been with the 
company since 1911 and has developed 
the company’s business throughout the 
San Joaquin valley. 





George H. Page, who has been sup- 


| ervisor in the Los Angeles branch office 


will have supervision over the recently 
established southern California depart- 
ment, comprising the territory now cov- 
ered by the Los Angeles, branch office, 
and the Riverside, Santa Barbara and 
San Diego districts. 

Stuart C. Gibbons, who _ becomes 
agency director at Stockton, has been 
with the company for five years and has 
been agency organizer at Stockton for 
the past year and a half. L. C. Hall, 
who becomes Bakersfield agency di- 
rector, started with the Western States 
Life less than three years ago in the 
Bakersfield agency. 

Mrs. E. C. Votaw, for the past three 
years organizer of the women’s de- 
partment at the home office, has been 
appointed superintendent of “that de- 
partment. 
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Mutual Life, N. Y.—Assets, $746,207,- 
035; fund for general contingencies, $53,- 
280,203; new business in 1925, $467,357,- 
946; insurance in force, $3,225,615,753; 
gain in insurance in force, $246,624,141; 
premium income in 1925, $123,019,778:; 
total income, $164,395,045; paid policy- 
holders, $102,152,247; total disbursements, 
$131,405,169. 

* *x * 

Western States Life.—Assets, $12,968.- 
183; capital, $1,000,000; net surplus, $556,- 
091; new business, $34,529,074; insurance 
in force, $108,002,828; gain in insurance 
in force, $20,326,926; premium income, $3,- 
683,281; total income, $4,690,386; paid pol- 
icyholders and beneficiaries, $1,060,171; 
total disbursements, $2,685,052. 

se + 

Supreme Life & Casualty, 0.-—Assets, 
$208,526; capital, $100,000; net surplus, 
$10,367; new business, $2,870,890; insur- 
ance in force, $4,495,898; gain in insur- 
ance in force, $1,569,560; premium in- 
come, $129,679; total income, $131,732; 
paid policyholders and beneficiaries, $22,- 
054; total disbursements, $121,002. 

*x* * * 

Equity Life, Mont.—Assets, $166,450; 

capital, $110,500; net surplus, $9,570; new 
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business, $220,804; insurance in force, $1,- 
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079,304; premium income, $32,077; total 


income, $511,570; paid policyholders and 























income, $64,469; paid policyholders and | beneficiaries, $218,568; total disburse- ] 
peneficiaries, $1,000; total disbursements, | ments, $469,057. 
$45,236. *& * * j 
S$ 2s Puritan Life, R. L—Assets, $1,382,212; 
Southern Union Life.—Assets, $4,866,- | capital, $200,000; net surplus, $43,339; 
984; capital, $250,000; surplus, $132,039. new business, $1,232,598; insurance in 
* * * force, $6,837,062; gain in insurance in | 
Home Security Life, N. C.—Assets, | force, $557,256; premium income, $200,377; ] 
$284,194; capital, $50,000; net surplus, | total income, $277,859; paid policyholders | 
$21,300; insurance in force, $7,295,966; | and beneficiaries, $85,938; total disburse- j 
gain in insurance in force, $736,949; total | ments, $168,259. | 
iL 
——— =) | 
i 
| 
NEWS ABOUT LIFE. POLICIES } 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘“‘Unique Manual- 
| Digest’’ and “Little Gem,” Published Annually in May and April respectively. 
| . 
| PRICE, $3.50 and $2.00 respectively. } 
-_ NS A ——— | ( 
DIVIDENDS ON U. S. INSURANCE | disability clause has been effected in ac- | ) 
| cordance with the recent investigations | 
Schedule of Refunds On Converted | 0” disability experience. Agents will be | | 
Policies Issued By Veterans’ | paid a commission of one-third of the | 
. first premium on the disability clause | 
eau Is Given for 1 : : : 
Bureau Is or 1926 portion of its premium and also on the | 
ac | premium for the accidental death benefit, | | 
Dividends per $1,000 payable in 1926 | although the latter will not be effected | 
on U. S. government converted life in- | by the rate increase. The premiums | 
surance — = force under SS aoe for “waiver only” will not be changed | 
paying conditions are given in the sub- | and no commission will be paid on this. | 


joined table. As of Dec. 31, 1925, the 
total amount of converted insurance in 
force was $1,563,588,221. New insur- 
ance in 1925 was $177,964,265, represent- 
ed by 386,843 policies. The total amount 
of claims awarded to Dec. 31, was $29,- 
$21,852, on 7,507 claims. Total amount 
of dividends paid to policyholders to 
Dec. 31, 1925, was $10,061,614. Total 














benefits paid amounted to $45,505,686. 
Assets of the government insurance are 
$181,427,825. Following are the divi- 
dends at quinquennial ages for $1,000 of 
insurance under various plans: 
First Year, Issued in 1925 
Ord. 20 30 20 Yr. 30 Yr. End. 
Age at Life Pay Pay End. End. at 65 
Issue $ $ $ $ $ $ 
ee 1.72 1.75 1.73 1.81 1.76 1.73 
a's wus 1.73 1.75 1.74 1.81 1.76 1.74 
aaa 1.73 1.76 1.74 1.81 1.76 1.75 
eee 1.74 1.76 1.75 1.81 1.7 1.77 
er 1.75 1.77 1.76 1.81 1.76 1.80 
45 1.76 1.78 1.77 1.81 1.77 1.84 
Dn eenns 1.78 1.80 1.78 1.81 1.78 1.91 
Second Year, Issued in 1924 
-74 1.79 1.76 1.92 1.82 1.77 
-75 1.80 1.77 1.92 1.82 1.78 
-76 1.82 1.78 1.92 1.82 1.81 
-78 1.83 1.80 1.92 1.82 1.84 
80 1.85 1.81 1.92 1.83 1.90 
82 1.87 1.83 1.93 1.84 1.98 
85 1.89 1.86 1.93 1.86 2.14 
rd Year, Issued in 1923 
76 1.84 1.80 2.04 1.88 1.80 
78 1.86 1.81 2.04 1.88 1.83 
80 1.88 1.83 2.04 1.88 1.87 
82 1.90 1.85 2.04 1.89 1.92 
-85 1.93 1.87 2.04 1.90 2.00 
89 1.96 1.90 2.05 1.92 2.13 
-93 1.99 1.94 2.05 1.95 2.37 
Fourth Year, Issued in 1922 
Boseiss 1.79 189 1.83 216 1.94 1.84 
, oo 1.81 1.92 1.85 2.16 1.95 1.87 
See 1.83 1.94 1.87 2.16 1.95 1.93 
, Sea 1.86 1.97 1.90 2.16 1.96 2.00 
Gaccans 1.90 2.01 1.93 2.16 1.97 2.11 
45 seaces 1.95 2.05 1.97 2.17 2.00 2.28 
o0.... 2.01 2.09 2.02 2.18 2.03 2.61 
Fifth Year, Issued in 1921 
1.81 1.95 1.87 2:29 2.01 1.87 
1.84 1.97 1.89 2.29 2.01 1.92 
1.87 2.01 1.92 2.29 2.02 1.99 
1.91 2.05 1.95 2.29 2.03 2.08 
1.96 2.09 1.99 2.29 2.05 2.22 
ee 2.02 2.15 2.04 2.30 2.08 2.44 
eieccne 2.09 2.20 2.10 2.31 2.12 2.86 
Sixth Year, Issued in 1 
Decccoe 1.83 2.00 1.90 2.42 2.08 1.91 
SOocccee 1.86 2.04 1.93 2.42 2.08 1.97 
30...... 1.90 2.08 1.97 2.42 2.09 2.05 
arr 1.95 2.13 2.01 2.42 2.10 2.17 
ARS 2.01 2.18 2.06 2.42 2.12 2.33 
eRe 2.09 2.24 2.12 2.43 2.16 2.61 
Dee enews 2.17 2.31 2.19 2.44 2.21 3.12 
Seventh Year, Issued in 1919 
4 censes 1.86 2.06 1.94 2.56 2.15 1.95 
SOc ceces 1.90 2.10 1.98 2.56 2.16 2.02 
Becccce 1.94 2.15 2.02 2.56 2.16 2.12 
MPeoseess 2.00 2.21 2.06 2.56 2.18 2.25 
2.07 2.27 2.12 2.56 2.20 2.45 
TPseséae 2.16 2.34 2.19 2.57 2.24 2.78 | 
_ ere 2.25 2.42 2.27 2.58 2.29 3.39 
United States Life 
The United States Life has announced 
a new schedule of rates for its disability 
clause and also announced a schedule 
of commissions on this part of the busi- 
ness, as well as for the accidental death 
benefit. An increase in rates on the 








Henry Moir of the United States Life 
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LIFE INSURANCE EDITION » & 


Your 
Chicago Office 


On Chicago’s Foremost 
Street. State Street 
corner of Adams. The 
Republic Building 3000 
square feet of corner 
space. 88 feet of window. 
Every advantage for an 
agency office. For rent 


April 1. 


GORDON STRONG & COMPANY 
209 South State Street, Chicago 
Harrison 8191 
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enter additional states. 


with us. 


ment. 





“‘24-Hour Service” 


AVE you ever wondered what percentage of acceptable applications 
received at the Home Office can be handled within the day? 
Agents operating under the American Central Plan enjoy 24-hour 
service upon 90 percent of such applications. 
This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 
We are now operating in twenty-three states and under certain conditions will 
Details of the American Central Plan and our methods 
of operation will be given gladly to any o.¢ interested in considering a connection 





Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 
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Cheaper than Government Insurance 








The New $5,000 Special 


Issued by 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 


A World Beater 
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Has recently been put on the market. A new policy on which 
the rates are made ve ry low asa special inducement to men desiring 
to purchase insurance in good sized amounts for protection primarily. 

The policy is on the good, old Ordinary Life form. 


It participates in the UNUSUAL DIVIDEND EARNINGS of 
the Company. It contains every modern feature and practically no 
restrictions. OUR AGENTS ARE. GETTING BUSINESS where 
they could not get a “look in” formerly. 


SPECIMEN RATES—$10,000 Insurance 


RSE SER 225 Sor ee eon aN 20 30 40 

EE og ee See $144.20 $183.90 $251.50 
oe cam pao 28.30 31.70 34.30 
NS eee ae re 115.90 152.20 217.20 


Up to age 41, with dividends accumulated, the cash available at 
the end of 20 years more than equals the premiums paid. 


All our policies have been improved and liberalized. A new divi- 
dend schedule still further reduces the cost of our insurance. Liberal 
Child’s Endowments make it possible to insure from age one week up. 

The Golden Rule Agent’s Contract is known the country over. 

Uniform Contracts — Vested Renewals — Automatic Promotion 


Our Proposition Is Full of Interesting Features 


| The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 

















We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


NATIONAL 


UNDERWRITER 


in making the announcement stated that 
| the company was convinced that this 
| granting of a commission on the disa- 
| bility- business would both improve the 
| quality of the business and add mate- 

volume, thus giving the 


| rially to the 
| company a greater spread. 











On the new disability benefit schedule 
| the premium rates per $1,000 face value 
are.as follows: 
| 20-Year 
| Ord 0-Pay End. 

) 2a $1.98 $2.42 $1.28 
ae ans Kowa whe 2.61 2.68 1.84 
OP ih ee ienh we 5.99 5.99 5.99 


| 
| —— 
| Schedule Announced for 1926 Marks 


Third Increase In Refund Scale 
In Four Years 


The Pacific Mutual Life has  an- 
nounced its 1926 dividend scale effective 
July 1. The new scale shows material 
increases over that now in effect. 
is the third dividend 
past four years. The 


company has 
—— the beginning of its 


dividend 


|PACIFIC MUTUAL DIVIDENDS | 


This | : 


increase in the | 


March 26, 1926 


year from May 1 to July 1. Following 
are the new dividends at ages 20, 30, 40, 
50 and 60, at the end of the ist, 5th, 
10th, 15th and 20th policy years on or- 
dinary life, 20-pay life, 20-year endow- 
ment and endowment at age 65: 


Ordinary Life 








Ist 5th 10th 15th 20th 
| Prem. Yr. Yr. Yr. _ 
| Age » $ x BY 

' =n 17.80 4.14 4.52 5.02 5.64 6.5) 
girs 22.70 5.14 5.61 6.17 6.85 7.75 
| See 31.00 6.47 7.25 8.36 9.30 10.79 
| pees 2 8.9 23 2.0! 3. 5 
Gea wees 4.13 8.13 2 J 
Te 
C—O 

f ee 

50.8 

Sees 

20 Year Endowment 

| 20 valwde 47.30 5.64 7.21 9.70 12.79 16.41 
Re toarey 48. 60 6.54 8.03 10.42 13.47 17.29 

Shee 51.55 7.75 9.35 11.62 14.47 18.35 

ae 59.50 10.10 11.83 14.22 16.96 20,50 

$0.60 14.52 16.56 18.91 21.46 24.94 

Endowment at 65 

20.65 4.06 4.67 5.32 6.16 7.26 
a 7.95 5.33 6.05 7.04 8.16 9.62 

>; 41. 95 7.37 8.59 10.31 12.09 14.73 

| Seer 75.35 11.30 13.76 17.22 21.62 
60..... 232.35 26.12 34.42 oe een 





IN THE ACCIDENT AND HEALTH FIELD 











Health and Accident Committee Sug- 
gests Kansas Changes to Get at 
Limited Health Policies 


TOPEKA, KAN., March 24.—W. T 
Grant and Solon T. Gilmore of the 
Business Men’s Assurance and Frank 
L. Barnes of the Employers Indemnity 
of Kansas City appeared before the 
Kansas code commission last week as 
the representatives of the accident and 
health companies. 

Their proposal was substantially for 
the inclusion of the standard provisions 
law in the Kansas code. The proposed 
law would require that all health poli- 
cies be written under the standard pro- 
visions and _ without exceptions or 
exemptions except those provided in the 
standard provisions now in force in 
many of the states. 

What the accident and health men 
are trying to get at is the practice under 
which some companies write a health 
policy at a very low rate and then in 
“fine print” exempt the policy from 
being effective except in a very small 
number of diseases and under certain 
conditions. These policies have caused 
more trouble than all other forms of 
insurance combined. 














Companies which write limited acci- 
dent policies would be required to make 
a bold display of the limiting provisions 
so that anyone would know that a com- 
mon carrier or an automobile policy 
would not cover an accidental fall down 
a well or a slip on a stairway or a 
blister on the heel. 


Claims Under Newspaper Policy 


The Continental Life of St. Louis has 


| paid out $20,411.32 in claims on accident 


placed through the 
In all 127 claims have 
eight death claims 


policies 
“Star.” 
including 


insurance 
St. Louis 
been paid, 
for $14,000. 





WITH 
Insurance in Force. 


AND THAT HAS 





THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


ee eee 
.....Over Six Million 


Paid Policyholders since organization..........................Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 








eraser STANDARD PROVISIONS 





AUTO ACCIDENTS ANALYZED 
National Safety Council Shows Distri- 
bution of 1925 Deaths and 
Injuries by Cause 





The preliminary report of the National 
Safety Council on 1925 automobile acci- 
dents estimates the death toll from this 
cause at 21,000. The National Safety 
Council has received police department 
statistics from 80 cities cov ering slightly 
less than one-third of the population ol 
the country and on the basis of these 
figures has analyzed the causes of the 
accidents which resulted in 6,120, and 
145,000 injuries in these 80 cities. 


In answering the question, “What 
was the driver doing?” it was shown 
that: 6,210 did not have the right of 
way; 3,255 were exceeding the speed 
limits; 2,060 on wrong side of road; 


1,420 failed to signal; 1,328 cutting lett 
corners; 1,328 cutting in; 1,311 backing; 
1,155 drove off roadway; 526 passing 
standing street cars; 341 cars ran 
without driver; 262 drove through <aiety 
zones; 241 passed on wrong side; 173 
passed on curve or hill. 

In answering the question, 
was pedestrian doing?” it was 
that: 15,323 were walking, running or 
playing in the street; 8,398 crossing at 
intersections where there were no sig- 
nals; 7,826 crossing, not at intersections; 
1,208 crossing intersection against sig- 
nal; 1,057 not on the roadway; 979 rid- 
ing or hitching on vehicles; 958 at work 
in roadway; 877 going into street not 
at intersections; 737 crossing interse 
tion with the signals; 658 waiting for, 
getting on or off street car without 
safety zone; 516 during the 
safety zones; 494 getting on or off other 
vehicles, 


away 


“What 


shown 


same ot 


| WILL MOVE TO HEAD OFFICE 








McGlawn Associated Agencies Trans- 
fers Headquarters from Atlanta to 
American National Life Bldg. 


annual convention of the Mc 
Associated Agencies, managers 
of the health and accident department 
of the American National of Galveston, 
was held at the general offices in the 
McGlawn-Bowen Building, Atlanta, Ga» 
those present being George F. Mc 
Glawn, president, Atlanta and Los 
Angeles; James W. Smith, Sr., Hous- 
ton, Tex., vice-president; J. P. Windsor, 
vice-president, Atlanta; S. W. Bowen, 
Atlanta, and the fol- 
N. R. Glenn, Atlanta, 


The 
Glawn 


secretary-treasurer, 
lowing directors: 
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Ga.; P. P. McGarity, Charlotte; Preston 
Harley, Richmond; E. C. Knight, Chat- 
tanooga, Tenn.; O. T. McBride, Nash- 
ville; A. M. Moseley, Louisville; R. D. 
Myers, Memphis; T. J. Denton, Birm- 
ingham; R. M. Saxon, Little Rock, and 
W. P. Hendrix, Dallas. 

The McGlawn Associated Agencies 
cover all of the southeastern and south- 
western states, several of the north cen- 
tral and western states, the Republic of 
Cuba and Hawaii. They confine their 
operations entirely to personal health 
and accident insurance and cater to all 
classes of insureds. Heretofore, Atlanta 
has beem the operating headquarters for 
the McGlawn agencies, but it was de- 
cided to move the head offices to the 
home office of the American National 
at Galveston. The offices will be lo- 
cated on the third floor of the American 
National Building. S. W. Bowen, the 
secretary, has gone to Galveston and 
will have full charge of the details of 
the business, as he has had for the past 
several years in Atlanta. Mr. McGlawn 
will continue to keep active in the field, 
among his various agencies and in the 
establishing of new offices and agency 
connections. It is the intention of the 
McGlawn Agencies to extend their op- 
erations until they have created a na- 
tional organization. 


“Accidental Means” Case 


Whether Upon Facts Stated Deceased 
Came to His Death “By Accidental 
Means”—Deceased, a physician, was 
troubled with insomnia and accustomed 
to inhale chloroform for relief. He died 
as a result of inhaling too much chloro- 
form. Appellant insurance company 
claimed that. under its policy providing 
indemnity for loss of life “by accidental 
means,” the company was not liable for 
an accidental death unless the means 
which caused death were unintentional. 
Held that such doctrine does not mean 
that the insurer is not liable for acci- 
dental death resulting from a voluntary 
act in which insured did not intend o1 
anticipate a fatal or injurious result. If 
there is an element of unexpectedness 
in the preceding act which led to the 
death, the insurer is liable. The element 
of unexpectedness in this case was that 
deceased inhaled more chloroform than 
he expected. A claim that chloroform is 
an intoxicant and that insured died un- 
der an intoxicant’s influence could not 
be sustained. The clause relieving in- 


surer in such case referred to intoxi- 
cating liquor. Brown vs. Continental 
Casualty. Sup. Ct. Louisiana. Decided 
March 1. 


New Chicago General Agents 


J. W. Bain, president of the Equitable 
Life & Casualty of Chicago, announces 
the appointment of Allan E. Nielson and 
Paul V. Brennan as general agents in 
Chicago. Both men have had extensive 
experience in health and accident insur- 
ance. The appointment of these two 
general agents in Chicago is the first 
step in the expansion which will be fur- 
ther augmented upon the completion of 
the merger of the Equitable with the 
International Life & Trust of Moline, Ill. 





Starts School of Instruction 


In connection with the recent con- 
solidation of the commercial and indus- 
trial accident and health departments of 
the General Accident under the manage- 
ment of W. H. Howland, a school of 
instruction has been started at the home 
ofice and it is hoped to turn out 10 or 
15 men a year thoroughly equipped to 
take charge of the accident and health 
(epartment in various cities. 

he industrial department is now col- 
‘ecting about $5,000 a month more than 
in the corresponding period last year and 
the commercial department also shows 
an increase. 


| 


Smith Heads New Claim Branch 


The Pacific Mutual Life has opened 
a new claim branch office at Memphis 
Sraer, the management of Henry Smith. 
at. — has been with the company 
‘or three years in the Atlanta office and 





LIFE 


has been assisting Manager E. E. Lowe 
in that office for the past year. This 
new branch office is the 12th which the 
company has opened, the entire country 
being handled through the 12 branches, 
all of which are under the Chicago office, 
which is in charge of R. R. Harrold, 
general claim representative. Albert H. 
Kelty has been appointed manager of 
the Minneapolis branch office to succeed 
Frank H. Jacobsen, who recently re- 
signed to go with the Travelers Equit- 
able. Mr. Kelty was for 14 years Metro- 
politan adjuster for the Fidelity & Cas- 
ualty. 





Change in Dallas Agency 
Sam R. Turner, special agent for the 
Provident Life & Accident, has been 
taken as a partner in the general agency 
of the company at Dallas, and the styl 
of the firm will now be McCormick & 
Turner, general agents. 





Continental Casualty Policies 


The Continental Casualty is issuing its 
“motorist complete accident contract.” 
This is a $7,500 accident policy costing 
$25 a year. For $5 more annually, mak- 
ing a premium of $30, the principal sum 
and weekly indemnity doubles for all 
kinds of automobile accidents 

The Continental Casualty announces 
that form 221-A can now be sold in 
multiples of $1,500, principal sum and 
$5 weekly indemnity at the same pre- 
mium previously charged for $1,000 prin- 
cipal sum and $5 weekly indemnity. 
Therefore, for $25 weekly benefit and 
$7,500 principal sum the premium charge 
is $25. 


National L. & A. Changes 


The National Life & Accident of Nash- 
ville, Tenn., has announced a number of 
promotions and changes in its agency 
ranks. A. J. Knight has been appointed 
supervisor in the southern territory. Mr 
Knight was for many years agent and 
superintendent in Memphis and later 
manager of the Grenada district The 
southern division was recently created 
and placed under the management of 
G. Cc. Lynch. Mr. Knight becomes a 
supervisor in this division. 

*T. J. McKean, for some time a super- 
intendent in the Baltimore district, has 
been promoted to supervisor of the 
northern division, to be associated with 
Manager George D. Wright. 

W. E. McGoodwin has been promoted 
to the managership of the Columbus, ©., 
district. Mr. McGoodwin has been with 
the company for a number of years as 
superintendent in the Louisville district 
and in the field in the Columbus dis- 
trict. T. W. Ramsey, formerly a super- 
intendent in Memphis, has been pro- 
moted to manager of the Granada dis- 


trict, a post formerly held by A J. 
Knight. 

R. M. Medford, who has been an agent 
at Louisville, has been placed in charg 
of one of the Louisville staffs A. 8 
Dunn of St. Louis district 2 has been 
promoted to a superintendency there 


S. Brill of El Paso has been appointed 
a superintendent of one of the staffs in 
that field. R. V. Pydings of Baltimors 
has been promoted to a superintendency 
there. Al Smith of Los Angeles has been 
appointed superintendent in his district 





| WITH INDUSTRIAL MEN 











News of the Prudential 


Several transfers and 
various territories have 
by the Prudential 

A recent promotion is that of William 
Cc. Hall, formerly an assistant superin- 
tendent at Carnegie, Pa., detached from 
the Pittsburgh No. 3 district, who be- 
came superintendent of the Charleston, 
W. Va., district on March 15. 

Agent Elmer E. League of the Balti- 
more No. 2 district, has taken charge of 
an assistancy. He assumed his new 
duties on March 15. 

Assistant Superintendent Fayette F. 
Amburn is transferring his field of ac- 
tivity from Peoria, Ill, to the Tampa, 
Fla., district. 

Assistant Superintendent Ellis R. Hub- 
bard and his staff of eight agents at 
Beckley, W. Va., of the Charleston, W 
Va., district, collected 200 percent of 
their debit during the week of March 1, 
and greatly improved the condition of 
their net advance payments 

The town of Claremont, N. H., has 


promotions in 
been announced 


INSURANCE 





2 


EDITION . = 


Your Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines ot 
business. Sell this contract: 
Any natural death.... 
Any accidental death 
Certain accidental deaths sens Sa 
é lee ident Bi nefits $45 ) per i i EK, 
(Non-cancellable) 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene Ie. Reed, will tell 
you all about it. Write him direct... . and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


[| . Inquire! || 


DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, and the notable 
changes and developments now marking its history in meeting the requirements of in 
creasing demand and a quickening growth are evolved from almost a century of experience 
and success. 

Policy contracts completely revised in 1925. New contracts attractive in appearance, 
phrased in every-day language “easy to read,” easy to understand and to construe. They 
contain all the old provisions justified hy experience and all the new warranted by science 
and by the knowledge of experience. Improved Disability and Double Indemnity Benefite— 
under new provisions. 

Salary Deduction (allotment) Plan of insurance now written by the Company. 

Children’s Insurance now written on standard forms, ages 10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A majority of policy loans granted locally at Managing Agéncy Offices 

The Company writes all standard forms of insurance. Same terms to men and women 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit and new demand of the times 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - - - New York City, New York 
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GAINS IN 1925 


Income...... 


( 
i 
( 
( 
i 
| I soe doce: 
( 
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THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 
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“Readin, ‘Ritin’ an’ ’Rithmetic” 
The three “R’s” are the founda- 
tion—the three “S’s”— 


“Security, Service and Satisfaction 


are the materials — needed to 
build Success in life insurance 
agency work. We have the three 
“S’s” for you. 


The Cleveland Life Insurance Company 
- HOME OFFICES: CLEVELAND, OHIO 


”? 


been opened up as a detached assistancy 
under the St. Johnsbury, Vt., district. 
Alfred F. Egleston, who began service 
with the Prudential in 1921, as an agent 
at Berlin, N. H., was placed in charge of 
the assistancy. 

Howard W. Brainard, formerly an 
agent in the Youngstown, O., district, 
promoted to assistant superintendent in 
the same district. 

W. L. Hawkins, formerly an agent at 
Middletown, N. Y., entered the assist- 
ancy ranks on March 15. 





Public Savings Changes 


The’ Public Savings of Indianapolis 
has divided the Indiana territory and 
created two divisions to care for the 
business in that state. B. F. Vance has 
been promoted from assistant supervisor 
to manager of agencies of the central 
division, which will cover the eastern 
half of Indiana. W. L. Poston has been 
appointed manager of agencies of the 
























































\ caaiinhns aa dae m,n western division, which covers the west- 
aa ' Get your free copy ern half of Indiana. C, A. Shedron has 
' 1 N been promoted from home office inspec- 
: mF send me a free copy of your book “The 5 OW tor to division manager of the western 
[ee oe a t division. F,. F. F. Crim, formerly cen- 
: Name ; tral division manager, is transferred to 
ae Wl.) 4 a ee ee { the northern division. H. R. Williams, 
; Address : formerly division manager of the north- 
rm AS Saar oe et ert oe t ern division is transferred to the central 
ER AE eh Ses i division. 
I_R-R-R eo . 
| LOCAL ASSOCIATIONS | 
. + 
Nation Needs More Life Insurance Agents PLANS FOR SALES CONGRESS 
To serve this nation adequately there is need of a still Secretary Criswell of Chicago Associa- 
larger army of capable, conscientious, industrious men and tion Announces Speakers of Na- 
women, to supply the wondrous saving and protective tional Fame for Conference 
service of life insurance to businesses, and homes, and indi- ae 
viduals. Plans are rapidly being completed for 
big -day sales. congress to be 
A connection with this Company is especially attrac- ~. ps Chics “April 16~ pore gt 
tive because of the quality of service alike to Agents and auspices of the Chicago association. | 
policyholders, because of the up-to-dateness of policy con- Following the last association meeting 
tracts, because of its Agency publications and advertising Pr — W. a W pene Am — 
a aie c 
literature, and because the spirit of comradeship between y ang me occ Mey oe Bs Be 
Home Office and Field is very real. We have room for Smith, manager Pacific Mutual; E. C. 
men and women who are content with nothing less than Platter, Massachusetts Mutual and A. 
the best in equipment, service, and ideals. E. Patterson, agency manager Equit- 
able Life of New York, to cooperate 
i with Clinton F. Criswell, managing di- 
The Penn Mutual Life Insurance Company rector of the association, in staging the 
affair. 
Philadelphia, Pa. Have Noted Speakers | 
Organized 1847 The program is already completed, 
with the exception of a noted Chicago 
speaker whose definite acceptance is 
pending. Those already secured are: 
INCORPORATED 187! John A. Stevenson, second vice-presi- 
LIFE INSURANCE COMPANY OF VIRGINIA dent Equitable Life of New York; 
RICHMOND, VIRGINIA Harry J. Miller, second vice-president 
wo "from, $1,000.00 to $100 000,00. — Metropolitan, and John A. Reynolds, as- 
with premiums payable — semi-annually or quarterly sistant vice-president Union Trust Com- 
INDUSTRIAL Policies up to $1,000.00 pany, Detroit. In arranging the _pro- 
CONDITION ON DECEMBER ty” 1925 gram the committee had primarily in 
PN  scccicisiginaenebedsbbdsdindasésseahedus bassabessecesnened mind the bringing of as much practical 
ne gy ES GhednibaNnapicd help as possible to the average producer 
Insurance IR Fores... 0.0... and the new agent. Advanced methods 
$ 39. of life insurance salesmanship will be | 
JOHN G. WALKER, President. dealt with by some of the speakers, so 
that the program as a whole will be an 
intensive one-day school of scientific 
and effective life underwriting. 
If If The La Salle hotel ball room has 
been reserved for the congress, and 
Territory does make a difference You are a producer judging from the interest that has al- 
ready been shown by leading general 
i If If agents and managers, the event will 
ion i : . undoubtedly be the outstanding feature 
oeepgpepernten fy memmeny You believe in yourself of the life insurance year in Chicago. 
i If If While the sales congress has become 
A more or less of an established feature 
A friendly interest is needed You want a REAL job in many cities it has been several years 
since one was held in Chicago. The 
. : last one, in charge of W. E. Bilheimer, 
Wehte or wire was a real success, more than 500 being 
in attendance. 
S. M. CROSS, President ixpect Enthusiastic Support 
The April 16 congress represents the 
OLUMBIA LIFE first public activity of the Chicago asso- 
ciation since its recent reorganization on 
INSURANCE COMPANY the full-time executive secretary basis. 
Secretary Criswell has directed five 
Cincinnati, Ohio other sales congresses, some of which 
were the largest in the country. With 
- (CONTINUED ON PAGE 28) 
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ACTUARIES 


ONALD F. CAMPBELL 
Ce Tes 
ACTUAR 








ieo N. La os Se. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


2 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
Seca The Law of Insurance a 
»ecialty. 
‘olcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


#4 Pine Street - - San Francisco 








E L. MARSHALL 
7 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 








A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 
Des Moines lowa 























PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The [lead Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’ s business is reflected 
in the increased earnings of its agents. 
Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 
A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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Need for Life Insurance to Provide 


For Old Age Is Emphasized in Address 


By John F. Cremen of Washington | 


| on the part of some women that because 


* CREMEN, general agent of | vision must be made: 


OHN I 
the Massachusetts Mutual at Wash- 
ington, D. C., 

League of Nursing Education on “Life 
Insurance and Annuities for Self-Sup- 
porting Women. ” He emphasized the 
need for providing for old age, pointing 
out that according to the American ex- 
perience table of mortality only one out 
of three persons who are living at the 
age of 25 will be dead at age 65, which 
means that the majority will live to an 


old age, probably beyond the years of 
productivity. He suggested that his 
hearers read the death notices in the 


newspapers to note the large percentage 
of those who die at advanced ages, 
many of whom have outlived their peri- 
ods of self-support by 5 to 20 or 25 
years. 

Many agencies are at work emphasiz- 
ing the value of accumulating property 
to provide for contingencies and for old 
age, so that if a person is not yet con- 
vinced of the necessity for so doing, it 
is almost hopeless to argue further with 
him. Unless one understands the impor- 
tance of accumulating, the habit will not 
continue for long, which is the chief rea- 
son why savings bank accounts are usu- 
ally of short duration. Laying aside 
money, however, to meet ratable haz- 
ards is a different proposition, and is 
more likely to be continued. There are 
three important hazards for which pro- 


recently addressed the | 





financial difficul- 
ties, physical disability and dependent 
old age. 

Financial difficulties, as the term was 
used by Mr. Cremen, does not mean the 
conventional state of being hard up, but 
the real emergencies which are disas- | 
trous to the best made budget. He re- | 
ported that the Washington office of the | 
Morris Plan Banks advised him that | 
during 1924 they made throughout the 
United States 550,000 loans totaling 
$121,000,000 or an average of slightly ! 
over $200 per loan. These loans were | 
made only to adults and to persons who 
have character and assets, which gives 
some indication of the scope of financial 


difficulties. Likewise in the life insur- | 
ance business thousands of loans are 
made yearly, and in almost every in- 


stance the joan is for some unforeseen 
financial difficulty. 

Another great hazard which must be 
taken into consideration is that of phys- | 
ical disability. The chance of losing 
one’s earning capacity from accident or 
disease is a known hazard, and is esti- 
mated to occur to 60 persons out of 1,000 
between the ages of 35 and 65. If there 
is no provision against this contingency, 
when it arises the individual in question 
is usually ruined in a financial way. 

The third possibility, that of depend- 
ent old age, is one which has been re- 
ceiving deep consideration in recent ' 
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Many people have saved, but 
so without definite realization 
were saving for, and as a 
result usually lost the money because 
they could not realize the importance ol 
the security of an investment. Mr. Cre 
men said that possibly there is a feeling 


years. 


of their new economic freedom they are 
entitled to enjoy the same freedom of 
investment as men have been held to 
enjoy in the past. He quoted the con- 
clusions of one of the most careful 
analyses of the success of the average 
man in handling his own investment. 


This analysis showed that out of 100 
men at the age of 25, only 1 is rich at 
are well-to-do, 50 have insufficient 
property income to support themselves 
without working or receiving assistance 
from others, and of these 50, 22 have 
nothing at all 


65, 7 


Professional Men Wealthiest 
During Middle Age 


The experience of professional men, 
such as dentists, doctors and lawyers, 
whose financial worth is based on sav- 
ings and investment, shows maximum 
worth at ages 45, 55 and 
professions respectively, the 
dropping rapidly after these 
lawyer’s wealth remaining with 
practically to age 65. In all of these 
the records show that men have 
made money and accumulated property, 
reached age 65 they are 
in a dependent position. Some of them 
lost their property, of course, through 
prolonged illness or accidental disability, 
part of the losses occurred 
result of bad investments. It is 
anparent therefore that women may not 
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Investment of Money 
Is a Complex Business 


Mr. Cremen also presented statistics 
to the effect that only 16 percent of wid- 
ows have sufficient to live on, whereas 
42 percent must work and another 42 
percent are actually dependent. This 
does not argue well for the efficiency 
of men in accumulating estates. Out of 
144 applications made through a loan of- 
fice in one city, 35 applicants stated that 
they did not know who would take care 
of them after age 65, 14 expected to be 
dependent upon their children and only 
24 had anything which would appear to 


be a plan to meet this problem. The 
proper investment of money is not a 
simple subject at which the inexperi- 


enced man or woman can be successful. 
In a recent study of investments made 
by the Harvard School of Business Ad 
ministration the following statement 
was made: “The very complexity of the 
subject of practic al administration of in- 
vestments is a business in itself requir- 
no less trained and 
the administration of 
other businesses.” Private investment has 
not proved itself a safe method for the 
Even banks and other ‘finan- 


specialized than 


cial institutions, with their highly 
trained specialists in investment, some- 
times lose money. 


This danger can be overcome through 
the use of life insurance and annuities. 
The policyholders’ funds are safe with 
the insurance company because of the 
wide diversity of investment. Every in- 
surance company has its financial ex- 
perts to handle the investment of funds 























The Western and Southern’s 
Half-Billion Dollar Year 


The incentive of reaching the mark of Half a Billion of life insurance in force during 1926 has accelerated 
production by The Western and Southern field force to such a degree that the Company is now experiencing the 
most prosperous period in. its thirty-eight years of existence. 


The Western and Southern Life Insurance Company 


W. J. Williams, President 
HOME OFFICE: CINCINNATI, OHIO 
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consin. Salary and 
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fe moe 








‘© men who have successful records as life insurance salesmen and who 
can qualify as special agents to do organizing work in Minnesota and Wis- 
commission basis. 


ee ee ny So 2 man who to willing to wort hurd for 0 
reward which will be in direct 

orpportion to his own initiative and ability to 

your age, experience, education, and complete qualifi- 


THE WISCONSIN LIFE INS. CO., MADISON, WIS. 


of death claims. 


THE WISCONSIN LIFE 


women and children. 


72s business of The Wisconsin Life Insurance 
Company has doubled in the past five years. 
The Company, organized in 1895, 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high wmterest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
Policies are provided for men, 


ossesses many 








INCORPORATED 1895 
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“Solid as the State” 
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Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? When 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 
MI-REFERENCE 


Knowledge of bookkeeping is unneces- 
sary to handle these twelve simple and 
practical records. Each form is self 
explanatory and provides space for 
complete information on every trans- 
action—entries being quickly and easily 
made, 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, policy number. 
plan, amount, amount of premium and 
dividends. dates due, cash value, name 
of beneficiary, etc. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as a 
token of good will for Conventions and 
Agency use. It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. MI-REFERENCE ties 
up with the Life Insurance business. 


MI-REFERENCE is a handsome, handy, 
loose ieaf, 3 ring book. Bound in leath- 
erette with index and 100 sheets, $5.00. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never regret 
it—money refunded if not satisfactory. 


Pfening & Snyder, Inc. 
Dept. 31 Columbus, Ohio 

















HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, 
President 


The 66th Annual Report Shows: 


Premiums received 

during the year 

cain diers .... - $8,563,525 
Payments to Pol- 
icyholdersand their 
SJeneficiaries in 

Death Claims, 

Endowments, Div- 

idends, etc. ...... 6,414,143 

Increase in Assets 3,174,334 

Insurance in 

Force ..........281,338,015 

Admitted Assets 54,631,552 











FOR AGENCY APPLY TO 
256 Broadway, New York 


























so that there is a very minimum of risk, 
and even if a bad investment should be 
made at any time the assets of the com- 
pany are so scattered and of such size 
that one bad investment will scarcely be 
felt by the company, and certainly never 
be noticed by thé policyholder. 


Life Insurance Is Valuable 
to Policyholder Herself 


There is a general misunderstanding 
of the character of life insurance which 
leads many people to dislike it because 
they associate it wholly with the death 
benefits paid and do not realize its many 
services during the lifetime of the pol- 
icyholder. As a matter of fact it is 
essentially an instalment purchase of 
property, and has been described as the 
purchase of money for future delivery. 
It differs trom other kinds of property, 
however, in that it is insured property, 
being insured against the failure of the 
purchaser to live to pay for it, and also 
insured financially through the principle 
of diversified investment followed by 
life insurance companies. It is also in- 
sured against the inability of the policy- 
holder to pay for it through disability 
resulting from accident and _ sickness, 
and it is the only property that becomes 
immediately self-supporting and income 
production if the owner unfortunately 
loses her earning capacity by accident 
or disease. There is no other property 
that can be purchased by instalments 
which upon the death of the owner im- 
mediately becomes worth its full value, 
and will begin to function at once and 
perhaps for the life time of the bene- 
ficiary for the maintenance of the home 
and the rearing and education of chil- 
dren. 


Equitable’s Mortality Record 


The Equitable Life of Iowa, had the 
lowest mortality of 60 national com 
panies reporting for last year, accord- 
ing to information just made _ public. 
The mortality of the Equitable last 
year was 30.6 percent of the expected 
mortality. The record is unusual as the 
Equitable is now in the 60th year of its 
existence. 

In 1924 the mortality record of the 
Equitable was surpassed by only five 
companies. 








LOCAL ASSOCIATIONS 

















(CONTINUED FROM PAGE 26) 
the spirit of closer co-operation and 
team work being fostered by the Chi- 
cago association among the various 
agencies it is anticipated that the sales 
congress will receive tremendous sup- 
port. Invitations will be sent out to 
underwriters throughout. northern IIli- 
nois. The recent action of the board 
of directors in closing the meetings of 
the Chicago association against non- 
members leaves the sales congress as 
the only opportunity for non-members 
to hear some of the country’s greatest 
sales experts. 
a * 

Peoria, 11l.—Warren T. Flynn of St. 
Louis, general agent of the Massachu- 
setts Mutual Life, was speaker at the 
March meeting of the Peoria association, 
which was attended by 140 members and 
their guests. Forty-six new members at- 
tended their first meeting of the organi- 
zation. 

x * * 

Ohio.—The Ohio association has started 
a campaign for new members, O. N. 
Young of Lima, manager of the Ohio 
State Life in that city, having been 
placed in charge of the work. Mr. Young, 
who is a vice-president of the state asso- 
ciation, has plans for an active cam- 
paign throughout the state. 

oe @ 

University, New York—The University 
association of New York held its monthly 
dinner and meeting Monday. The fea- 
ture of the evening was a talk on life 
insurance trusts by Leslie G. McDouall, 
who used a series of stereopticon views 
to illustrate specific methods of increas- 
ing production and earnings through the 
creation of trusts in the form of life in- 
surance. Mr. McDouall is associated with 
the Fidelity Union Trust Company of 
Newark, and is a member of the com- 
mittee of cooperation with life insur- 
ance companies appointed by the trust 





company division of the American Bank- 
ers Association. His 16 years’ experience 
as an expert in trust and estate adminis- 
tration have made him nationally famous 
as an authority on the subject. 

ok 


Waterloo, Ia.—E. W. Miller, president 
of the Commercial National Bank of 
Waterloo, was the principal speaker at 
the March meeting of the Waterloo asso- 
ciation. He spoke on “Business Condi- 
tions in Iowa.” 

z=. 

Mason City, Ia.—The Mason City asso- 
ciation held its annual ladies’ night pro- 
gram Saturday night, with underwriters 
and their wives present from Osage, Al- 
gona, Charles City, Nortowood and Clear 
Lake. A three-act play, “Thy ‘Will’ Be 
Done,” was the principal feature of the 
program. 

x * * 

Illinois.—Chester O. Fischer of Peoria, 
president of the Illinois association, has 
announced that Judge Charles J. Orbison 
of Indianapolis will address the annual 
meeting of the state association in Peo- 
ria April 23. Following the morning busi- 
ness session, President Frank lL. Jones 
of the National association and’ Judge 
Orbison will speak at a luncheon meet- 
ing. On account of the exceptional 
strength of the program it is expected 
that large delegations will attend from 
the central part of the state, and every 
local association in Illinois will be rep- 
resented in the business session. 

*x* * * 

Northern California.— The Northern 
California association announces that the 
April meeting will be an evening meeting 
with the leading producers from each 
agency as guests of honor. It is ex- 
pected that short talks will be given by 
these leading producers, telling how they 
wrote the large volume of business dur- 
ing the past year. 

‘+ © 

Portland, Me.—Louis M. King, past 
president of the Maine association, was 
the principal speaker at the monthly 
meeting. His subject was “Human Val- 
ues and the Soul of Life Insurance.” 
George S. Ellis presided in the absence 
of President E. P. Langley in Bermuda. 
Maine agents of the Phoenix Mutual were 
entertained by George S. Ellis and Free- 
man M. Grant entertained the Maine 
agents of the Provident Mutual. 

The next meeting will be held April 
19 when J. Lawrence Day, general agent 
of the National Life of Vermont, will be 
the speaker on “Selling the Job of Selling 
Life Insurance.” 

2 

North Texas.—The regular monthly 
meeting of the North Texas association 
at Dallas took the form of a banquet. 
Members of the association were guests 
of President A. C. James, who admon- 
ished those present to make every effort 
to bring in at least one new member 
each at the next regular meetings and 
several promised to comply with the re- 
quests. 

The association announced it will have 
three of four speakers of national repute 
here to deliver addresses the next few 
months. 





x * * 

Richland County, 0.—The Richland 
County association was organized at 
Mansfield, O., with 53 charter members. 
It will meet the first Friday of every 
month at Mansfield. The officers elected 
are: President, D. F. Shafer, general 
agent Ohio State Life; vice-president, 
George E. Wisor, manager Metropolitan 
Life; secretary-treasurer, W. B. Patter- 
son, superintendent Prudential. 

*x* * * 

Portland, Ore.—A sales congress of the 
Oregon association was held at Portland 
Monday with Frank L. Jones, president 
of the National Association of Life 
Underwriters, as the principal speaker. 

x *x * 

New York City—Officers of the New 
York City. association are preparing for 
a record attendance at their next meet- 
ing to be held April 13. The speakers 
will be Leon Gilbert Simon of -the 
Equitable Life of New York and Nor- 
man R. Hill, agent of the Northwestern 
Mutual at Williamsport, Pa. President 
G. A. Kederich will deliver a tribute to 
the late William G. Eisenhauer. Author 
of a book on inheritance taxation in 
which he is a specialist, Mr. Simon con- 
ducts a course in the subject at New 
York University. He will repeat the 
demonstration on selling life insurance 
for inheritance tax purposes which he 
gave before the meeting of the trust 
company division of the American Bank- 
ers Association last month. Mr. Hill, a 
former clergyman, entered the insurance 
field in 1920 and last year produced over 
$2,000,000. His subject will be “Service 
versus Sales.” 





















FOR LIFE 
with 
THE PHILADELPHIA LIFE 


As we approach our 
20th Anniversary, it 
is interesting to note 
that Agency Contracts 
made in the early days 
of the Company are 
still in force and the 
agents holding them 
still producing a 
steady valume of 
business. 





































If you are seeking a 
connection FOR LIFE 
where associations are 


happy. 
LET US KNOW 


AGENCY DEPARTMENT 
PHILADELPHIA LIFE INS. CO. 
111N.BroadSt. Phila., Pa. 































THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 


Over 71 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 





















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 


of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 









































SUPERVISOR OF AGENCIES 
WANTED 


A prominent eastern company 
wants a substantial man of success- 
ful life insurance experience for or- 
ganization and supervisory work. 
He will be required to work hard, 
and to travel most of the time in 
the Middle West. This is a salaried 
Head Office connection, and offers 
a promising future for the right 
man. 
Let your reply tell the full story 
of your qualifications, age, educa- 
tion, references, and your experience 
in life insurance selling and organ- 
izing. 
Address R-71 
Care The National Underwriter. 
























National Underwriter 
Want Ads BRING Results 



















